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PARADISE SHOES FOR SPRING 


Quality has been improved by 


the use of better grades of leather and materials 
New lasts have been added in our constant effort to not only L\G improve fit but 
also to increase basic selling appeal 


Cush-Vac Non-slip: All Paradise shoes now carry our patented non- 


slip feature. It positively assures better fit. 


Style: Our Ca entire new line of early spring patterns 1s 


‘XS vA 
faster, smarter, full of surprises. Profits: Paradise dealers 
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will get full advantage of these 
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Nearly a quarter million women have bought the 7) ae Dealers 
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everywhere are cashing in on the popularity of its flexible instep 
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The new Paradise line is backed by aggressive advertising 
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Don’t fail to see it. Our salesmen are in their territories 


BRAUER BROS. SHOE CoO., st. touts, mo. 


When writing advertisers please mention Boot and Shoe Recorder 
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ATIONAL Prosperity Week is 

December 3 to 10. It has 
great possibilities this year. It is 
the week when Christmas Club 
checks are released. 

It is always scheduled for the 
first week in December and plays 
a part in the stimulation of sales 
at retail. The total, nationally, 
runs well above $100,000,000. 

If you are friendly with the 
banks of your community, and it is 
ethical for them to do it, why not 
get a list of the members. of the 
Christmas Club and write to them 





in advance of the big day when a 
lump sum of money returns to the 
depositor, with interest. The Christ- 
mas Club is the result of the thrift 
and savings of a year, purposely 
set aside to make the holiday season 
more enjoyable. What contributes 
more to the health and happiness 
of the recipient of a Christmas gift 
than some article of utility out of 
the shoe store? 

Tue REecorper has been receiv- 
ing compliments, far and wide, 
from merchants who were fore- 
armed as to the philosophy of use- 
ful and practical gifts. Our Christ- 
mas planning issue of October 27 
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was a timely alarm for all mer- 
chants to set their stores in order 
for a bigger and better Christmas 
business than that of a year ago. 

It is estimated that the amounts 
of money usually spent in retail 
buying of all kinds during the 
three weeks immediately preceding 
Christmas totaled $2,176,000,000 in 
1933, and a reliable estimate is that 
this total will be $2,437,000,000 in 
1934. Another staggering figure is 
the one prepared, after careful esti- 
mate, from the Census of Distribu- 
tion and other dependable sources, 
to the effect that between November 
first and Christmas there will be 
sold by more than 1,500,000 retail- 
ers of ail sorts of consumer goods 
the staggering total of more than 
$5,000,000,000 of merchandise. The 
corresponding figure for 1933 was 
$4,493,000,000. 


* * * 


AYMOND TWYEFFORT, chair- 
man of the Fashion Committee 

of the American Tailor’s Associa- 
tion, addressed the merchants of 
Detroit last week and said: 

“The very finest of automobiles 
are in color. The homes we live 
in and the trains we ride in are 
more colorful. 
color thrown into man’s lap is con- 
fusing at the moment, but the con- 
fusion will pass. 

“The black dinner jacket for 


Summer dinner wear is definitely 
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Perhaps all this | 


tade 


dead. Pastels were worn this Sum- 
mer at smart resorts and will be 
worn this Winter in Florida.” 
Since it is impossible, in Mr. 
Twyeffort’s opinion, to wear the 
customary black leather pump with 
lightweight dinner garments, he be- 
lieves in lightweight suede shoes of 
blue, green, orange and the off- 


white shades. 
* * * 


‘4T)ADIO has made of America a 
nation of sitters—with 440,- 
000,000 people idling daily before 


radios, thus saving on_ shoes, 
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clothes, gasoline, automobiles and 
other things—thereby decreasing 
work and wages in key industries,” 
is the statement made by Irving 
Caesar before the Federal Commu- 
nications Commission. 

He protests the overstimulation 
of the radio for commercial pur- 
poses, stating: “We are the only 
country in the world that promotes 
broadcasting for advertising pur- 
poses.” He continues: “While ra- 
dio listeners waste 100,000,000 
hours a day ‘sitting it out,’ they 
cannot walk down the shop-lined 
Main Street, wear out their shoes 
or their apparel, nor can they con- 





tribute to the stimulation of con- 
sumption and purchasing power. 
“Eighteen hours a day, seven 
days a week, this nirvana, this 
opiate, this mental sedative distorts 
our social life and is beginning to 
dislocate our economic life.” 


* * * 


J GORDON McNEIL of Thayer, 
+ McNeil Company, of Boston, 
is on the newly elected Government 
council of the Retail Trade Board 
of the Boston Chamber of Com- 
merce. 
oa * * 
N° drought leather. The Thom 
McAn stores in Boston have 
posted signs which say: “No 
drought hide leather is used to 
make our low shoe prices possible. 
We use only prime leather from 
well fed cattle.” 
aie * ; * 

OUTHERN hospitality. The 

Southern Shoe Salesmen’s As- 
sociation will have their annual 
convention in Boston, December 28, 
and Fred Stanton of 84 Prescott 
Street, Cambridge, Mass., is calling 
for a Dixie turn-out of all the vet- 
erans of the “road” who lived a life 
of shoe traveling south of the 
Mason Dixon line. 


* * * 


f dee first day of Winter and the 
shortest day of the year comes 
December 21. It is the logical time 
to start a Winter shoe promotion. 
It accelerates last minute Christ- 
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mas purchases of a Winter sport 
character. The shoe store north of 
the “Snow Belt” has a better play 
for this promotion than perhaps 
any other merchandising group at 
retail. 

“As a hook to hang your picture 
on, you may remember that the Pil- 
grims landed at Plymouth Rock on 
that date in 1620. 


& * * 


ATA COMPANY. of Czecho-Slo- 
vakia will have to close its shoe 
repairing shops, employing 6000, if 
a bill being prepared by the Min- 
ister of Commerce is enacted. The 
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—My friend Zilch is a dyed-in-the-wool 
reactionary. 

—He went over to Grand Central the 
other day to view the new stream-line 
train. 

—"Damn foolishness," he complained. 
"Present trains are too fast as it is. 
All these changes are driving us crazy. 
Where are we going to?" 

—Well, Zilch, if | had the time | could 
write a book and tell you where we're 
going. 

—We're going to have more new inven- 
tions, gadgets, contraptions and what- 
nots than we ever dreamed of before. 

—We're going to have fabricated dwell- 
ings that will be equipped with every 
kind of a labor-saving device and every 
mechanical luxury imaginable. 

—We're going to have a transatlantic air 
service that will take us from New York 
to London in ten hours. 

—We're going to be able to sit in our 
reception room on Main Street, U. S. A., 
and view a horse-race in Calcutta, India. 

—We're going to— 

—But I'm not going to write that book 
just yet, friend Zilch. 

—Suffice it to say that the world is rushing 
onward and mankind must move with it. 

—What's going to happen in the next 
twenty years will make Jules Verne look 
like a second-rate piker. 


President. 


















regular shoe repairers object to the 
shoe manufacturing firm mending 
shoes. The U. S. Department of 
Commerce reports this news. The 
department also reports that ex- 
ports of shoes from Czecho-Slovakia 
totaled 4,842,481 pairs the first 
seven months of 1934 against 
4,309,956 for the corresponding 
period of 1933. 


* * * 


EDDY BEARS, a new venture 

of a tanner. The creation of toy 
animals from wool skins is more 
than likely to revive the teddy bear 
craze of some 20 years ago, judg- 
ing from the response given the 
newly created toy novelties in vari- 
ous parts of the country. The first 
sale of the novelty miniature wool 
skin animals took place at the 
Century of Progress Exposition in 
Chicago and the demand for them 
became so great that outlets were 
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soon created in the principal cities 
of the country and it is not at all 
uncommon today to see huge stands 
of these “little fellows” on State 
highways throughout New England 
and New York State. This latest 
venture of the A. C. Lawrence Com- 
pany is keeping 60 workers busy at 
the Winchester, N. H., plant of this 
nationally known calfskin tanner. 


* * * 


HOMAS F. ANDERSON, secre- 

tary of the New England Shoe 
and Leather Association, is back to 
the office again after a siege of ill- 
ness and that’s good news to a mul- 
titude of shoemen, tanners and 
others. 

* * * 

Eb Sacomoc Shoe Company of 

Saco, Me., is getting out soccer 
shoes for football players, and are 
the song writers going to write a 
few verses entitled: “The Sacomoc 
Soccers of Saco?” 


* * * 


To Federal Surplus Relief Cor- 
poration has paid to farmers 
$127,000,000, chiefly for cattle, 
and $137,000,000 to industries to 
purchase, process and transport 
foodstuffs, fuel and other commodi- 
ties. As a result, canning factories 
are working at full capacity, 
processing beef from cattle, rail- 
roads had already received 128,000 
carloads of relief freight, and can- 
neries will use 58,254 tons of tin 
plate. 








‘47/) ANGEROUS AGE” shoes is 

the name Joe Ferguson, buyer 
at the May Company’s Los Angeles 
store, is applying to a “grown up 
type of shoe” for girls of 12. One 
large display table on a main aisle 
of traffic is given over to these 
shoes. 

Features of the shoes are the low 
heels and general grown up ap- 
pearance. Most of them are four 
eyelet oxfords, but included in the 
group are a few T-straps and a few 
with ornamental shawls. Broad 


toes are a feature of all of them. 
Materials are suede, patent with 





BOOT AND SHOE RECORDER, November 17, 


kid trim, crushed goat with calf 
trim and suede with kid trim. 

“They are popular,” says Mr. 
Ferguson, “for little girls at that 
age are anxious to imitate their 
mothers or older sisters.” 

Speaking about a child’s oxford 
with a shark tip, Mr. Ferguson 
says: “They are almost as ser- 
viceable as the copper toes of the 
good old days and they get away 
from the discomfort of such old- 
time toe protectors.” 


* * % 


ERRILL A. WATSON, newly 

elected executive vice-presi- 
dent of the Tanners’ Council, re- 
ports on Government drought hides 
as follows: 

“Present plans contemplate the re- 
moval of approximately 714 million head 
of cattle and calves as the entire buying 
program. Purchases to October 18 to- 
taled 6,745,000, leaving approximately 
750,000 yet to be purchased. While rep- 
resentatives of Texan and Western cattle 
raisers were in Washington in recent 
weeks urging an expanded cattle buying 
program, officials in charge of buying 
operations decided that for the time being 
Government purchases would not exceed 
the number originally planned. Conse- 
quently, the entire Government program 
of purchases and the probable disposition 
of the animals can be summarized with 
considerable assurance. 

“Total purchases of cattle and calves 

to Oct. 18 
Disposition to Oct. 18: 

Condemned on farms.. 1,065,000 


Slaughtered for the Fed- 
eral Government: 


Cattle 
Calves 1,315,000 
. 3,460,000 


6,745,000 


Prior to Sept. 5: 
Cattle 
Calves 


After Sept 5: 
Cattle 
Calves 505,000 

FOURE 5005 1,400,000 

“Slaughtered for State Re- 

lief Agencies 


Oct. 18 

“Remaining in pasture for future 
slaughter 

“Probable additional pur- 


5,525,000 
1,220,000 
750,000 


based on previous rate. 118,500 
“Remaining. for slaughter 631,500 
Total cattle and calves available for 
slaughter after Oct. 18 1,851,500 
Cattle Hides Calfskins 
“Cattle hides and calfskins 
held by Federal Gov- 
ernment from ‘slaughter 
after Sept 5 
“Assuming the 1,851,500 
animals available for 
slaughter, as indicated 
above, are slaughtered 
for the Federal Govern- 
ment, it will own an 
additional 


895,000 505,000 


1,182,500 669,000 


Or a total of 2,077,500 1,174,000 


1934 


BOUT 17,000,000 families of 

all classes live in American 
cities and towns, while about 12,- 
000,000 make their homes in rural 
areas; of the total, about 50 per 
cent own their own homes, while 
the other half are tenant families. 
Of home owners, about 7,000,000 
live in cities, and 6,000,000 on 
farms. Of tenant families, 9,000,- 
000 live in cities, and 5,000,000 on 
farms. About 4,000,000 foreign- 
born white families live in cities, 
and only 1,000,000 in rural areas. 
Half of all the foreign-born white 
families own their homes. Nearly 
as many Negroes still live on farms 
as are living in cities. 


* * * 


Ve sports season is open- 
ing unusually early. Snow 


‘ came in mid-October in northern 


New England, a foot gathering on 
White Mountain peaks, and a lesser 
depth in the lower lands. It started 
up a demand for storm footwear, 
like arctics, rubber and thick stock- 
ings, and also an early interest in 
Winter sport equipment and plans. 

Many a town has already ap- 


GRAHAM 
HUNTER 


The El ephant Wh 


pointed a committee to make plans 
for a Winter carnival, and the ho- 
tels are getting ready to accommo- 
date Winter guests, while the 
Appalachian Mountain Club is 
fixing up the ski trails and getting 
the camps ready for Winter sports- 
men. 

New ski trails have been built by 
the State and Federal governments, 
especially in the vicinity of the 
Forestry Conservation camps, and 
New Hampshire now considers it- 
self as well equipped for Winter 
sports as is Switzerland. 


* * * 


AAD Brothers of Spokane, Wash- 
ington, distribute a card which 
states: 


“Your shoe am I—and you have 
trod upon my sole for days on 
end; 
You pressed me into grit and sod; 
And yet I have remained your 
friend; 
So please give me a friendly deal: 
Renew my sole before too late, 
And wear me not with crooked heel, 
But keep me neat and up to-date.” 
By WituiaM Kocu. 


Decided — 


Ri ght -About-Face uv " 
f* Goon % 
£ MANAGEMENT} 
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The F oot-Shoe Mechanism: 





SEVERAL years ago when I met for the first time one 
of the leaders in thought and action in the shoe indus- 
try, I said to him: “I suppose you think it odd for a 
physician to be so much interested in footwear. One 
reason,” I continued, “may be that my paternal grand- 
father was one of the pioneer leather merchants in the 
Old Swamp district in New York.” His reply was 
prompt and characteristic of the man. He said: “Doc- 
tor, once you get the smell of leather in your nostrils, 
you can never hope to get it out again.” 

Personally, I regret, in a way, that leather has thus 
almost skipped two generations, but I am doing the 
best I may now to make amends. So much for family 
trees. 

There is in this great art of industrial shoemaking 
so vast an expression of substantially 300,000,000 pairs 
of shoes made in this country every year, that there is 
little I can hope to add to the sum total of knowledge 
about them. As a matter of fact, I do not doubt that 
some or most of my auditors know more about certain 
phases of designs of shoes than I can ever hope to 
learn. I am not particularly interested in many ex- 
pressions of the shoemaking art, except to endeavor 
to learn by some of the obvious mistakes which they 
evidence, and to profit by them. 

And so we are not to be occupied with a study of 


Figure |. Photograph of reflected tread surface of the 
foot in full weight bearing, showing the foot in equipoise 
or balance. 





Figure 2. Same, showing foot in pronation. 


NORMAN D. MATTISON, M.D. 
New York, N. Y. . 


many shoes made each year, as these are considered 
as static entities, as units of commercial commodities 
made to look well in the shoe case or in the hands of 
the salesman or on the foot of the ultimate consumer. 
I repeat, you probably know more about some com- 
ponents of these static shoes than I can ever expect 
to know. 

There is, however, an interesting approach to this 
subject of footwear which has never been presented 
before to shoe industrialists, so far as I am informed. 
This approach leads us to the exact moment when the 
static shoe combines with the foot in motion and be- 
comes kinetic, a dynamic thing, a part of that which 
I have designated as the “foot-shoe mechanism.” And 
so the identity of the static shoe, the shoe of appear- 
ance, the shoe to sell, becomes merged with the foot 
in action, and is thus an integral part of a dynamic 
mechanism. 


Tuis approach to a consideration of a shoe that walks 
with the foot, the covering through which the foot re- 
leases its potential energy to become kinetic energy 
in the act of walking, is not entirely new. In fact, a 
consideration of the subject was suggested by that very 
competent research worker and investigator, Mr. H. 
Bradley, in London, a year or two ago. Mr. Bradley, 
as you may know, is the director of what is probably 
the most comprehensive shoe research extant, the one 
carried on under the auspices of the British Boot and 
Shoe and Allied Trades Research Association. Speak- 
ing before the Physics Society of London, in May, 1933, 
on the subject of Physics in the Boot and Shoe In- 
dustry, this investigator made some statements which, 
because of their importance and significance, I want to 
spread on the records at this time. He said, in part: 

“, . . As yet the application of physics to the shoe industry 
is only on the threshold of its possibilities. . . . I would like to 
refer briefly to an investigation which has been proposed, which 
is very much needed, and which will unquestionably yield results 
of considerable value. 

“It is not really sufficient, in order to suit a foot with shoes, 
to have only measurements of that foot when stationary—at rest 
or with body weight on. These measurements must be supple- 
mented by a knowledge, either qualitative or quantitative, of 
the requirements of the foot in motien. As yet very little is 
known in this direction and experimental investigations of a 
most fascinating kind are still waiting to be done, although 
planned several years ago. 

“The proposed experiments are closely allied with physiolog- 
ical studies. We require to learn more about the change in 
conformation of the foot during walking. . . . We would like 


to know more, a great deal more than is at present known, of 
how the body weight is distributed among these several points 
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ITS RELATION TO 
STYLE FOOTWEAR 


A Recent Address Before the 
Footwear Designers of America, 
Brooklyn, N. Y. 


of support and how this distribution changes during walking. 
This is particularly important knowledge in connection with 
the design of shoes to prevent foot ills or to alleviate existing 
foot troubles.” 

That the approach cannot well be made alone from 
the industrial side is evidenced by the significant state- 
ments made by Haycraft ('), whose study on Animal 
Mechanics in his monograph of that title is especially 
significant. Haycraft states, in part: 

“. . + The study of the movements which actually take place 

. is, therefore, a mechanical problem of the greatest com- 
plexity. . . There are other problems which a previous training 
in mechanics will not enable us to follow. For these we re- 
quire a training in physiology, a study of the properties of 


muscles, and a knowledge of the action of the nervous system, 
the initiator and controller of our bodily movements. .. .” 


In order that we may have an orderly sequence in 
this presentation, I have elected to take up and to 
discuss three main themes or topics. They may seem 
rather complicated and involved. As a matter of fact, 
they are, all of them, exceedingly simple and easily 
understood. And so, in order, we will consider: 


(1) The physical properties of elastic bodies, as these relate 
to the elastic bodies which compose the tread surface of the 
human heel, the outer base tread, and the pad of the great toe; 

(2) The structural anatomy of the foot, which will be re- 
duced to such simple and understandable equations that, I give 
you my earnest assurance, you will never forget it; 

(3) Geometry of the three dimensions, in which the factor 
of depth is added to the present ones of breadth and length 
as criteria for the fitting of shoes. 

This may seem to be a rather large order, so let us 


proceed in as logical sequence as possible. 


Ler us for a moment revert to our respective former 
studies in elementary physics. You recall that elastic 
bodies under pressure do not compress, rather do they 
deform or distort, in proportion to the degree of pres- 
sure applied. For example, press your thumb firmly 
against the arm of your chair, or against the pad of 
your index finger, and notice that the greater the 
pressure centrally, the more the thumb pad yields or 
distorts marginally. 

You have, I am certain, all seen pictures of the re- 
flected tread surface of the heel as the subject stands 
on a heavy plate glass with the feet in full weight- 
bearing. The contact surface of the heel usually 
reflects the appearance of uniformity of pressure, and 
appears to distort to a quite circular or slightly oval 
contour at its circumference. This is the first fallacy 
I propose to spike, unless you are prepared to accept 
this as reflecting the tread of the heel due to the foot 
being in a state of partial collapse—which means that 

@) Animal oo. J. B. Haycraft in Text Book of 


yEotr nae age E. A. hafer, Edinburgh and London: Young J. 
Pentland, 1900, p. 228. 













ASTRAGALUS SAYS: 













CUBOID SAYS: ILL LEAN ON YOU, 
YOU CAN DEPEND TEACHER AND WE 
ON ME, TEACHER, WILL FA’ DOWN AND 
EVERY STEP. WO BOOM TOGETHER 
OF T d 








SHOEMAKING RETURNS TO THE , 
LITTLE RED SCHOOLHOUSE 





What Happens When the Static Shoe 

Combines With the Foot in Motion and 

Becomes a Dynamic Mechanical Medium 
of Locomotion? 


the foot has rolled inwardly on its long axis, and is 
therefore in pronation. As a matter of fact, when the 
foot is in a balanced position for the reception and 
transmission of the body weight with each step, the 
degree of pressure imposed by the body weight on the 
outer aspect of the heel is perfectly compensated for 
by the pad distorting toward its inner side, where there 
is relatively little pressure. 

This applies likewise to that part of the foot about 
which there is apparently less understanding as to 
structure and function than any other part, unless it 
be the great toe pad, next to be considered. I refer 
to the outer base tread, along which the weight is 
delivered and received as the heel is elevated in forward 
progression. When the body weight, therefore, is 
transmitted into the foot in a balanced position, when 

[TURN TO PAGE 38, PLEASE] 





An application of physics to a style shoe. The pitch or 

gradient here is nearly 26° from the horizontal. The 

cross section of the skeletal foot is from the "Foot and 

Its Covering,” by James Dowie, 1871 (from the author's 
private collection.) 





VISIBILITY Promotes 


To get shoe cartons out of sight and shoes right out 
in plain view. That is the objective in many of the 
modernization plans for shoe store interiors and shoe 
departments now going forward. The theory is that 
seeing more shoes makes people want to buy more 
shoes, always assuming, of course, that the shoes are 
attractive and interesting enough to make them desir- 
able. It’s a sound theory that has been proved out 
beyond question, not only in shoe stores but in all 
sorts of shops, from variety stores to the biggest de- 
partment stores. Everywhere there’s a new emphasis 
on display, not only in windows but inside the store 
as well. 

This present-day trend toward effective interior dis- 
plays is well exemplified in the sixth floor shoe depart- 


ment of Lord & Taylor, New York, which has recently 


been rearranged and redecorated. Yoy might almost 
call it a shoe store, instead of a shoe department, for 
it has partitions that cut it off from the other sixth 
floor departments and exterior displays that correspond, 
after a fashion, to the window displays of the shoe store. 

This better grade shoe department is directly in front 
of the elevators on the sixth floor, and wide arched 
doorways give an inviting view of the interior as one 
steps off the car. Outside these doorways is a series 
of display stands where shoes are shown. To the left 
is the Slipper Shop, where a complete assortment of 
slippers for all purposes and occasions is to be seen 
in an illuminated display case. The interior walls of 
the Slipper Shop are in light blue, in contrast to the 
interior walls of the shoe department proper, which 
are in white. 


The close relationship between hosiery and 
shoes is recognized in this convenient hosiery - 
counter, with shoe displays on either side. 





There is nothing ultra ornate or overdone about this 
interesting Fifth Avenue shoe section, but the effect is 
harmonious and in good taste throughout. The carpet, 
which runs from wall to wall, is in a light shade of 
gray, and the accompanying photographs convey a 
correct impression of the manner in which the depart- 
ment is furnished. But the outstanding feature, and 
the one that is of greatest interest to shoe men, is the 
display feature. Illuminated display cases are to be 
seen everywhere, and great care is used in making the 
displays attractive and appealing. Shoe merchants 
who are planning to redecorate their stores or occupy 
new ones may well give special thought to this impor- 
tant matter of interior displays, regardless of whether 
or not they decide to adopt the salon type of interior, 
with cartons hidden from sight, or keep their shoes on 
open shelving, in the ordinary way. 

A great many shoe stores throughout the country 
have delayed plans for modernization, refurnishing and 
decorating because of the conditions that have pre- 
vailed during the past several years. With business 
now on an upward trend, and with money and credit 
available for the financing of needed improvements, 
a great deal of this work will be undertaken soon. 


SALES ... 


Below, view of the Lord and Taylor 
sixth floor shoe department as the 
customer sees it when she steps cf 
the elevator. Note the attractive 
outside displays designed to draw 
customers into the department. 


LORD and TAYLOR Shoe Section a Strik- 
ing Example of the Modern Trend Toward 
More Effective Use of Interior Displays 


In order that merchants may have the opportunity 
to observe what sort of furnishings, decorations and 
store layout are being adopted by outstanding stores 
that have already made improvements of this character 
in recent months, the RECORDER will feature in frequent 
issues illustrations and descriptions of new stores and 
store interiors. By studying these articles, the shoe 
man who plans to modernize his store this year or next 
can gain a general knowledge of the present trend in 
shoe store decorations and at the same time pick up 
useful ideas, many of which he may be able to adopt. 


Comfortable, artistic furnishings 

and attractive interior displays 

are outstanding characteristics of 
this shoe department. 
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THE drought and its effect on the purchasing power 
of the farmer, viewed from the eyes of the retail shoe 
man, was a natural topic of conversation as I traveled 
through the corn belt of southern Illinois. I wondered 
just how bad the actual conditions were. Newspaper 
reports had pictured them in a distressing light. I saw 
many farmers at work in the corn fields as I drove along 
the main highways. Their high-sided wagons were ap- 
parently being rapidly filled with corn. In other 
fields power cutters were chopping ensilage. 

The consensus of conversations with people who 
knew local conditions well was that corn, wheat and 
soy bean crops had been fair, but the farmers were so 
far in the hole that their spending power would not 
be increased much if any this year. Farmers who 
raised something are in pretty good shape, while those 
that had chinch bugs are badly off. In another year, 
with half a break, the majority of the farmers will be 
back on their feet. One thing apparently is certain: 
As a class they are much better off than a year ago. 

Local showers saved the corn during the Summer. 
The estimated shortage of from 50 per cent to 65 per 
cent is due to the chinch bugs and not to the drought. 
Tom Folrath in Decatur had 80 acres in wheat while 
his father had 80 acres in corn. The bugs ate all the 
corn and didn’t do a bit of damage to the wheat. And 
that is the way it went on farm after farm. 

Soy beans are getting to be the big money crop 










ASA he 


Hy RS — hb 


BOOT AND SHOE RECORDER, November 17, 1934 


SIGN POSIS 


v 







here. Anyone visiting the Ford exhibit at the Century 
of Progress got a wonderful picture of the many uses 
to which soy beans are being put. 

Some of the family shoe stores sell a few $4.00 and 
$5.00 work shoes to the better class of farmers as well 
as their dress shoes. This class of farmers have fam- 
ilies who are also good customers for these stores. 
Most of the $1.95 and $2.95 work-shoe business has 
been entirely lost by the better grade family shoe stores 
to the lower priced stores who specialize in this mer- 
chandise. 

Now for a little visit in Decatur. With due respect 
to our good friends in this town, Decatur is somewhat 
over-estimated in regard to its drawing power. There 
are 52,000 people in the city, whose principal industry 
is the Wabash Shops. Less than a third of the normal 
force of 4000 men are now working in these railroad 
shops. In spite of that, eight chain stores have come 
to town in the past two years, making a total of 30 
shoe stocks in the city. There are many good towns 
within a 40-mile radius, each with its complete comple- 
ment of good stores. 

Two family shoe stores in town are right up on their 
toes, even if local conditions are not so good. Tom 
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Folrath of Folrath & Folrath, for one, is mighty glad 
that he has no bad quality reputation to live down. 
He did not succumb to the temptation to go below the 
$5.00 mark, and so today he is having no difficulty in 
selling $7.50 and $8.50 shoes. He says that it is much 
easier to grade a store up than it is to grade it down. 

By that, he means that it takes more time and effort 
to sell the cheaper merchandise than the better. He 
cited this example: If he sells six pairs of $5.00 shoes, 
he takes in $30.00, while he only has to sell three pairs 
of Florsheims to get practically the same net profit, 
with only $3.75 less in volume. His theory of business 
is that if half the fellows would quit worrying about 
the chains and worry about their own business, they 
would be much better off. 


Down the street, Carl Raupp takes a rather sane view 
as he sizes up shoe retailing in his own store. He makes 
absolutely no attempt to compete with chains or any- 
one else. “When they go into certain prices or kinds 
of shoes, we go out. We find there are plenty of things 
to sell in our store which the chains do not handle. 
No one is crowding us. The chains are looking for a 
certain market and supplying it. We are doing the 
same, but in different grades. 

“There must be a certain fairness in business, as 
well as friendliness, in order to make money. It is 
true that this has not been very evident in the past few 
years, but present indications do point toward a slow 
movement in the direction of fairness and friendliness.” 

The last stop in Illinois on this trip is Springfield, 
the Capitol city. Conditions are pretty fair here. 
There is a good steady payroll being drawn by the 
thousands of state government employees. Then the 
International Shoe Company has a branch factory here 
that operates regularly. There are no big rushes in 
this town, but there is a good consistent business. 

Springfield is the best shoe town there is in the 
state, outside of Chicago. Some boosters claim there 
are more shoes sold in this city priced at $8.50 and up 
than in all the rest of the state put together, again ex- 
cepting Chicago. That’s a pretty big statement, but I, 
for one, am inclined to belicve it. Just to satisfy my- 
self on this point, I went around to the five shoe re- 
tailers who specialize in shoes from $8.50 up and 
asked them what percentage of their business was rep- 
resented in shoes retailing in this price range. 

Here’s what they told me: Store A—75 per cent 
both men’s and women’s. Store B—70 per cent 
women’s, 40 per cent men’s. Store C—50 per cent 
women’s, 20 per cent men’s. Store D—20 per cen: 
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Stocks that are not too large, but which 
are flexible and active, make for better 
profits and a safer, sounder condition, 
Frank Siebert of Springfield, Ill., told Harry 
Terhune, RECORDER Field Editor. His 
neighbor, A. W. Leurs, is doing virtually 


the same volume of business as formerly 
on less than a third of the inventory he once 
carried. Another significant lesson in the 
present trend of successful retail practice. 


women’s, 10 per cént men’s. Store E—60 per cent 
women’s, 10 per cent men’s. 

The reason for this exceptional showing is that the 
home-owned stores in Springfield did not go crazy on 
cheap shoes in the past two or three years. This, too, 
is in view of the fact that a dozen chains came to town, 
locating, for the most part, in millinery, department 
and other stores, with shoes from $1.98 to $2.98. Some 
of these lasted a short while, while others stuck. 

Springfield is a good convention city and also has 
an extremely wide trading area. This, however, is to 
the north, east and west, as most of the people to the 
south go to St. Louis. Customers are attracted to this 
city of-75,000 all the way from Peoria, Bloomington 
and even from the eastern part of the state. I am told 
that the popular priced stores were apparently doing 
an increasing business up to last May. Since that time 
the swing has been away from them to the stores fea- 
turing higher priced shoes. Even though some of the 
popular priced stores have dropped out, there are still 
165 places in town which sell shoes. 

There is one thing about these merchants in Spring- 
field, they are not ashamed to show their top grade 
shoes in their windows with good-sized price tickets, 
so that all can read. I asked Knapp & Smith about 
this and got something of a shock when they told me 
they took more empties out of their high-grade men’s 

[TURN TO PAGE 40, PLEASE |] 











HANDBAGS 
for 
Christmas Selling 

in the 


SHOE STORE 


Handbags hold an important 

place g the i 

suitable for Christmas selling 

in the shoe store. These illustra- 

tions show some of the newest 

models, particularly suitable for 
shoe store selling. 





In bags for this holiday season, there are two outstand- 
ing novelties. The first is the muff bag, one of the most 
successful of which is illustrated in the sketch. The 
second is a rigid fitted case—with all the gadgets (com- 
pact, comb, etc.) in their own compartments—sometimes 
called the “prayer book” bag and christened by a Fifth 
Avenue store “The Sophisti-case.” Both of these novel- 
ties may be found at a wide price range and both will 
be a distinctly new note on your bag counter for the 
holiday season. 

In the more staple types, great progress has been 
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While these handbags do not 
repeat the design of a particu- 
lar shoe, they harmonize well 
with prevailing shoe models in 
leathers, colors and decorative 
treatment. Note in particular 
the use of eyelets and nailhead 
embroidery. 


made in styling bags to complement shoes. The three 
bags in the photographs are typical. They do not repeat 
the exact design of a particular shoe, but in general feel- 
ing they fit in with shoe fashions. The alligator bag 
takes as its decorative theme the square eyelets that are 
so important in tailored oxfords. 

The second, a suede envelope, features metallic trim- 
ming in all-over nail-head embroidery. The third, in 
calf, has a square panel which may be used as a back- 
ground for the all-important monogram, or may be 
ordered with the panel in a reptile or grained leather 
to harmonize with two-leather shoes. Such bags serve a 
double purpose—They are attractive enough to sell on 
their own merits as a holiday item. They have a rela- 
tionship to footwear and can also be sold as an ensemble 
to go with many shoe models in stock. 

The Muff Bag in Debuvel Velvet for formal afternoon 
or evening wear is illustrated in the line sketch. 

The three models in the photographs have a subtle 
relationship to prevailing shoe fashions. 



























SELLING 
THE MAN 
A SHOE 











WARDROBE 


BOYD'S DUNBAR is the central motif 

in this window which features a striking 

photo of a shoemaker against a fine 

tan calfskin, a complete shoe wardrobe 

and several smaller photos of stages in 
high grade shoe making. 
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A COMPLETE 


1 SHOE WARDROBE 
on One-Last “the Dunbar” 


‘ent is the most sensational advance in shoe merchandising in years! 
Nineteen diferent scyles, shoes for every occasion or 7 
buile over obe last, “Boyd’s Dunbar” a custom last known for its fine 

foot fitting qualities. 
R For your convenience this entire wardrobe of shoes is assembled in one 
bends 3 ‘i ccatiment 











rhe affair for home or travel. The entire outfit, trunk and shoes for 
every occasion, may be purchased by those who want their wardrobe 
at once. For those who wish to build their shoe wardrobe 
gradually the trunk and individual pairs may be purchased individually 
at different times — all made over the same last. ¢ 
'! New you can buy your shoes exactly ofr boounskers would 
balld your various kinds of shoes, over one last fitted tayour foot needs. 
fen 7 


WHAT’A GIFT FOR CHRISTMAS OR BIRTHDAY! 
2p % >. 
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Boyd’s and Johnston & Murphy Introduce 
the SMARTEST SHOE IDEA in Years! 
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A 16” x 10” ad featured in dailies announced the 

BOYD DUNBAR Wardrobe idea to St. Louis. This 

ad neatly framed was used later as part of the 
window shown above. 






AN interesting men’s shoe window which “stopped 
them” in St. Louis recently and also held them by in- 
teresting reading matter on shoe workmanship, was this 
display by Boyd-Richardson at Olive and Sixth Streets. 

The window was a feature in connection with the in- 
troduction in this city of the idea of a complete Shoe 
Wardrobe built on one last, for which the Boyd-Rich- 
ardson organization has chosen the Dunbar last with 
the name “Boyd’s Dunbar” given to the assembled 
outfit of 19 shoes, accessories and handsome containing 
trunk which form this unit. 

“Boyd’s Dunbar” was also announced by a large dis- 
play (16 by 10 in.) advertisement in metropolitan 
dailies. It is illustrated by a sketch of the trunk show- 
ing that when open all shoes are in plain view, ar- 
ranged in convenient tiers, with a separate compart- 
ment for riding boots and accessories of spurs and 
straps, bootjack, boothook, with cleaners and polishing 
cloths neatly stored. A full list of the shoes contained 
in the wardrobe is displayed in the ad, with a line or 
two indicating what clothes to wear with each pair, a 
liberal education in style for the smart dresser. 

The copy stated, “For those who wish to build their 
shoe wardrobe gradually, the trunk and individual pairs 
may be purchased individually at different times—all 
made over one last.” And concluding, “Here at last 
is a foot service, years ahead, which will forever put 
an end to foot troubles and the inconvenience of ‘ex- 
perimenting’ as is done when shoes are purchased in 
the old way. What a Gift for Christmas or Birthday!” 
This newspaper advertising was on display, neatly 
framed, in the window devoted to Johnston & Murphy 
Shoes. The window was arranged by direction of Kurt 
Schrader, advertising manager for Boyd-Richardson. 
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OUTLOOK 


Credit Coming to Finance Springtime 


“THE mania for liquidity on the part of some bankers, 
fostered by federal and state bank examiners, has 
thwarted present efforts for business revival,” says the 
Census Bureau in recommending a minimum of $2,000,- 
000,000 of new credit to be dumped into industry and 
trade. A study was made of the credit requirements of 
small industries for recovery. First-hand information 
was obtained from thousands of small-scale industrial- 
ists, and the records show the need for credit accommo- 
dations if small businesses are to show any economic 
activity. The report definitely says: “It is believed 
that the channels of trade and commerce are likewise 
affected by the lack of financial aid for small wholesale 
and retail establishments. It is claimed that even normal 
trade credit accommodations have been restricted.” 

In general, capital requirements of small business en- 
terprises now operating may be divided into three types: 
First, there are seasonal and other temporary capital 
requirements incident to current operations. Second, 
there is the capital required to maintain goods in process 
of production or trade, aside from fluctuations of a sea- 
sonal nature. Third, there is the capital required for 
maintenance of plant and equipment or for the pro- 
curement of additional plant and equipment to meet 
growing needs. The distress now experienced by small 
business is apparently equally severe in all three of 
these fields of credit. Obviously, there is no panacea 
for the present ills. Progressive action must be taken 
on a wide front to meet and overcome the obstacles 
faced by industry. 

There is no question but what business can be ac- 
celerated and $2,000,000,000 of new credit would be a 
substantial contribution to progress. The merchant 
stands ready to move forward. His very name, “mer- 
chant,” indicates one who “ventures” in the business of 
buying and selling commodities. 

The merchant, if he has survived, now has his house 
in order. The records show that very definitely. There 
are less shoe stores than in 1929, and there are indications 
to believe that they are better stores for the battle they 
have been through. 

We know that merchants are more seriously intent 
on their own businesses. They are not indulging in other 
money-making schemes, i.e.: the market, unrelated side- 
lines and all the activities that once were part of the 
complex thinking of the men who had a little free capi- 
tal and wanted to expand it rapidly. Our own field 
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men tell us that the merchants are keen to trade in the 
sense of appealing to the public with every-talking point 
possible. 

If the truth were known, shoe store stocks through- 
out this country show a similar mania for liquidity. The 
majority of stores have cleaner, safer stocks with which 
to do business. In many cases the stocks are too safe, 
for the merchant fears to venture into high style and 
quality because of his policy of playing safe. But the 
audacity of new fashions to capture the public’s atten- 
tion will come when the merchant feels secure. That 
security is helped considerably by even the suggestion 
that there might be $2,000,000,000 of new credit avail- 
able to small business men. 

Whether it becomes an actuality or not, the mere pres- 
entation of the case helps to bring the banks into line 
with normal credit accommodations. Banks are begin- 
ning to loosen up. We had an experience in that direc- 
tion, for, after study of the FHA, we decided that per- 
haps it might be a good thing to borrow money to re- 
shingle the roof, repaint the walls and make work for 
neighbors in the building trades. Believe it or not, but 
our bank said: “Why pay the equivalent of 914 per cent 
interest (for that is what the instalment repayment plan 
costs you) when we can put an addition onto your mort- 
gage at 6 per cent?” For four years that bank has been 
straining for liquidity, and any effort to borrow a dime 
would have been frustrated with a cold and icy stare. 
But since the government set up machinery for loaning 
money, the banks run hot-footed to get the business away 
from the big, bad competitor. 

Merchants are in better shape, as credit men in all fac- 
tory and wholesale houses will tell you, but they are not 
in the proper position for a move ahead. They can eke 
out a living day by day, as they are now doing, but to 
make progress, to venture into new things, to encourage 
customers to buy, this must be aided by credit. If the 
credit is not to be had from the banks, why then govern- 
ment must step in, for it is obvious that the machinery of 
recovery must be oiled before another Springtime. 
















































When your customer comes back a week 
after the purchase with shoes that slip at 
the heels or gap at the sides, you don't 
have to use make-shift methods to satisfy 
her now. The Lightning Electric Shrinker 
will stop that refund every time and send 
her out smiling. 


ERE'S the whole secret of this revolutionary new device: 
You know, of course, that when a shoe is made, the 
leather is placed on a last and pulled and stretched into 
shape. Now the Lightning Shrinker merely reverses the 
process. By a combination of heat and liquids, it restores 
the pulled-out elasticity to the leather and shrinks it back 
to its original shape. Simple, isn't it? 


The Lightning Shrinker gives a perfect fit to shoes that slip 
at the heels or gap at the sides and does the work in a 
few minutes’ time.—lIt will shrink any part of the shoe 
desired, inside or out.—lIts curved shape, flat ironing 
surface, and triangular tip will reach every part of the 
shoe.—lt is ideal for taking out excess quarter lining.— 


Used and recommended by leading shoe 
retailers in the United States. Names 
gladly furnished upon request. 
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Removes wrinkles and reshapes counters.—It is equally 
effective on leather or fabric.—It cannot injure any part 
of the shoe. Asa matter of fact, the liquid supplied with 
the Shrinker actually gives a finer sheen to any leather on 
which it is used. 


Anyone can do a perfect job with the Shrinker without 
either practice or experience by following our simple direc- 
tions on card furnished. It will turn customer complaints 
into customer satisfaction—and do it every timel 


Stop that refund with the Lightning Shrinker. When your 
customer marches back to complain, send her out smiling! 


Net price to shoe retailers: $15.00 Complete, including 
cord and plug, and a generous supply of shrinking liquid. 
Slightly higher west of Denver. Operates on any electric 
current. 


Salesmen: Write for our proposition. 
Several excellent territories still available. 
Give past experience with references. 





LIGHTNING SHRINKER INDUSTRIES INC. 





209 sO. 








STATE 87. 
CHICAGO 





When writing advertisers please mention Boot and Shoe Recorder 










> > > 


National Shoe 






BOOT AND SHOE RECORDER, November 17, 1934 





ASSOCIATION NEWS 





AND TRADE VIEWS 








Quality Can Lead Us to 
Real Values ? 


HEN merchant and manufacturer became afflicted 
with a mania for volume many, many months ago 
... American merchandising entered a land of illusion. 
The shoe industry of this country is still in that land 
of illusion. It has forsaken the tradition of high quality 

. it has disregarded the fundamental servicing duties 
of the trade—to wander in a land where bargain-tables 
and bargain sales loom as the means toward the goal of 
increasing volume. Volume has increased, but has by no 
means satisfied the profit wants of the merchant or the 
quality wants of the consumer. 

The illusion that great volume was the key to mer- 
chandising success still persists, though its adherents are 
neither achieving success nor satisfying the basic desires 
for comfort and support. 

If the American shoe industry is to re-establish itself 
in the minds of the consumer, it must re-establish itself 
in all technical and commercial phases. It must not only 
make sure that hides are selected with care, but it must 
also make sure that no processes are stinted while the 
shoe is being built in the factory. Care in workmanship, 
care in selection of materials, and care in the fitting of 
the wearer, are necessary steps in the re-establishment of 
an industry in consumer faith and respect. 

The illusion of great volume might have been all right 
at another period of our economic development, but in 
times that are tense and critical, the surety of sound com- 
modities and sound merchandising practices lead a nation 
and an industry to a land where visions are not ephemeral. 

There is no value in the mere buying and selling of 
shoes. Shoe merchandising must be based on funda- 
mental good service, and good service to consumer must 
be based on quality in shoes. 

Those who concentrate on volume plan for low prices 

. and plans for low prices lead away from primary 
values, and quality in shoemaking. 

The quest for a volume base for business is an illusion 
—the goal has no tangible value if quality is ignored. 





Ra ¥.P. 
Shall Quality be the keynote for shoes and 
progress in 1935? 


Timely Topics for 
Store Meetings 


During the past weeks the N.S.R.A. Educational Division 

has listed in this column subjects for discussion by mer- 

chant and salesman. There has been some indication that 

these topics are being used in weekly store meetings of 

shoemen throughout the country. In this issue we complete 

the series of 52 topics, and hope that you will let us know 
if they are of any value to you. 





40. How can each man keep his eyes open for new 
customers? How can he get them in the store? 

41. How can we get the cooperation of doctors, 
chiropodists, osteopaths, etc.? What shall we do if our 
personal opinion is at variance with the doctor’s orders 
in a certain case? 

42. Suppose the customer leaves the choice to me, 
which does the house more good, (1) to sell the first pair 
of a new lot at full price or (2) the last pair of an old 
lot at half price? 

43. In our customer’s demands, what is the relative im- 
portance of (1) price, (2) style, (3) quality? Do our 
stocks conform to that demand? 

44. How can our store meetings be made more inter- 
esting, more instructive and more inspiring? 

45. What will be the outstanding problem in shoe re- 
tailing the next six months? How shall we attack it? 

46. Show one shoe of each P.M. line to refresh the 
boys’ memories. 

47. Discuss the season’s colors, materials and types. 
Ensembling. 

48. Review the mechanical construction of welts, Mc- 
Kays, turns, Littleways, compos, stitchdowns. 

49. Sources, characteristics and care of the various 
leathers and fabrics. 

50. An explanation of lasts and their measurements. 
What is a combination last? The making of shoe pat- 
terns. 

51. A talk on hosiery by an expert. What is meant 
by ingrain, crepe, grenadine, tram, full fashioned, seam- 


less, service, chiffon? 

52. The care of corns, calluses and foot aches. How 
much responsibility should the shoe salesman assume and 
when should he recommend a physician or chiropodist? 
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Convention Center For Retailers 
3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 





Convention Conferences 
Lead to Progress 
and Understanding 


ROGRESS is in the air. National Shoe and Convention 

Week, to be held in New York City—the “Isle of 
Inspiration”—January 6-10, will be a vital and critical 
period in the development of the American Shoe Industry. 
Important issues will be discussed by merchant, manufac- 
turer, stylist, last maker. Open forums will be the scene 
where factors within the trade air points of friction. Group 
discussions will work toward the alleviation of industry 
restraints, and will endeavor to smooth out the rough 
clauses in the codes. The N.S.R.A. Conventions have been 
famous for their educational value. 3 

One mid-western merchant pretty well told the senti- 
ment that prevailed throughout one of our recent annual 
shoe convention meetings. He said: “Never in my life 
have I found manufacturers so much interested in retail 
conditions. The N.S.R.A. Conferences and meetings cer- 
tainly bring all opinions to the fore. It is a real plea- 
sure and a real education to talk in these meetings, and I 
believe that the solution of our difficulties will only come 
about through such means of cooperative discussion.” 

Manufacturers, on the other hand, seemed. pleased with 
their contacts with the retailers. On the closing day of 
the last convention a manufacturer said: “So far as I am 
concerned, this is the best convention I ever attended, and 
in many ways, the most profitable. Merchants who visited 
our rooms seem to have their businesses under scientific 
control to a greater extent than ever before. Each year 
brings broader education, broader knowledge of the prob- 
lems of the shoe industry . . . and each year brings a 
more thoroughly informed merchant and manufacturer to 
these trade meetings. They know their needs better, and 
are in a position to buy more intelligently. The most pleas- 
ing thing to me was the spirit with which they attempted 
to solve our common problems in the various discussion 
groups.” 

The National Shoe Retailers Convention has been the 
stronghold of those who believe in quality. The word 
“quality” seems to symbolize these meetings of the indus- 
try—quality in merchandise, quality in workmanship, 
quality in materials, quality in service, quality in adver- 
tising, quality throughout the processes of manufacture 
and the manner of distribution. 





Have You a Talent for Acting? 


Requests have come to N.S.R.A. for a "technical trial," 
on sub-standard merchandise. If we are to dramatize 
this subject at the Hotel Commodore January 8 we 
need a number of men who can memorize a part and 
perform as characters—Have you an interest and an 


ability in that direction? —Write N.S.R.A. 





New York Convention 
Leadership 


‘eed shoe buyers and retailers in New York City 
are forming plans for the National Shoe and Con- 
vention Week to be held January 6-10 in New York City— 
the “Isle of Inspiration.” The chairman of all conven- 
tion committees, John Slater, has been engaged in the 
direction of all activities. Weekly and bi-weekly meet- 
ings of the various committees are the scene of active 
discussion and planning for the 24th annual convention 
of the National Shoe Retailers Association. 

The Convention Committee has completed preliminary 
preparations—has arranged the Hotel Commodore and 
Hotel Biltmore for headquarters for the convention. The 
Exhibit Committee is getting ready to set the final scene 
in which the entire industry will take part in the presenta- 
tion of the footwear of the nation. The Publicity Com- 
mittee is keeping the retailer and manufacturer informed 
about the evolutionary steps necessary to construct the 
setting, and stimulate the attention of the shoe world on 
the first New York convention of shoe retailers on a na- 
tional scale in more than a decade. The Entertainment 
and Convention Week is presenting the leading person- 
alities in the shoe industry to the trade as a whole so 
that all may benefit from the educational presentation of 
shoe topics and shoe problems. 

Following is presented the Registration and Style Com- 
mittees, which are getting ready for the busy days of the 
Convention: 


REGISTRATION 


........Normal Shoe Co. 
_....Shoecraft, Inc. 
_....Barmann Shoe Co. 


...Gimbel Brothers 


Chairman, LEE LANGSTON... . 
ARTHUR LEVINE ... 
BENJAMIN BARMANN 

Jos—EPH GREENBERG .... 


BN a I io kek wn een tae Mgr., N.S.R.A. 
ARTHUR D. ANDERSON, Jr. .....N.S.R.A. 
STYLE 
Chairman, THOMAS F, CALLAHAN....... B. Altman & Co. 
CuHar_tes H. BEALL ......... wa eecee QR & Co, 
MANUEL GERTON....... ............Saks-5th Avenue 
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GREAT HEELS 


to suit every type of customer 












OODYEAR offers you a choice of 

four great Goodyear Heels — 
every one highest Goodyear quality 
and backed by the prestige of “the 


greatest name in rubber.” 







All have the long-wearing, foot-easy 
features that have made Goodyears 
the first-choice heel of both retailers 
and public. Differing only in design, 
they give you a selection for your 







various lines of shoes. 









Remember, more people walk on 
Goodyear Wingfoot Heels than on 
any other kind! Why not take ad- 
vantage of this tremendous prefer- 
















ence—put the extra-selling power of 











the Goodyear name and Goodyear 
advertising behind the shoes you sell 


WINGFOOT 


SOLES and 
HEELS 






Here you see four ways to do it. 
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MODERN DETAILS 
FOR 


CHRISTMAS “a 
WINDOWS 


Display Stands and Decorative Elements That 

Can Be Constructed Easily and Inexpensively to 

Give your Windows a New Touch of Individual 
Distinction 

















The Christmas diorama, illus- 
trated above, provides a very 
effective background for a dis- 
play of gift merchandise. De- 
tails of construction are given 
in the accompanying article. 


No argument or salesmanship is needed to convince the 
average shoe retailer that window displays must play an 
important part in his holiday promotion, for everybody 
knows that a very large proportion of the merchandise 
sold for Christmas gifts is sold on the basis of sugges- 
tions made through merchandise displays. In recent 
issues, BooT AND SHOE RECORDER has featured various 
suggestions for Christmas window backgrounds and treat- 
ments, in connection with other ideas for holiday promo- 
tion. This week we give some original ideas for 
Christmas window details, including backgrounds, dis- 
play stands and various decorative elements. 

Every shoe store will have Christmas window displays 
next month, but the most effective windows will be those 
that carry some unique features of decoration which 
make them distinctive. They should stand out clearly 
from the multitude of other Christmas windows compet- 
ing for attention. There are certain traditional elements 
—-stars, Christmas trees, wreaths, candles, Santa Claus 
figures, etc.—that naturally will play a part in most of 
these displays, but the inventive and original display man 


LAS 
a aX) 
s 














endeavors always to give them a new interpretation, so 
that his windows will be up-to-date and in keeping with 
the trend of the times as well as the spirit of the holiday. 

Generally speaking, the holiday selling season will 
be compressed within a short period of hardly more than 
three weeks between Thanksgiving and Christmas. It 
will be a period of intensive promotional and sales effort, 
and to obtain the best results it should be planned with 
great care in advance, so that no time will be lost and 
every part of the promotion will be carried out with 
clocklike precision. “The window material should be 
complete and ready for installation right after Thanks- 
giving. That means there’s no time to be lost. 

The fixtures and decorations illustrated herewith are 
in line with the modern trend in window display, yet 
they are simple enough so that any display man, even 
the amateur, if he is handy with the use of tools, can 
easily cut out and assemble them. The shoe display 
fixture in Figure 1, for example, makes a striking center 
piece and can easily be constructed by having the circular 
shelves sawed out of cardwood or light lumber with 
a bandsaw, the Christmas tree decoration at the top being 
of the same material. The shelves are edged with green, 
the border being cut from cardboard. The shelves are 
painted red and the base is green and red. Electric Christ- 
mas tree candles in various colors are mounted around 
the edges of the shelves. 

The decorative display stand shown in Figure 2 has 
four large candles made of cardboard cylinders and 

[TURN TO PAGE 40, PLEASE] 





Modern Christmas display treatments like this one 
add interest to December windows and help to stimu- 
late holiday sales. 
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Zee WRIGHT ARCH |F 


is benefiting the 


Retailers throughout the country praise the Institute’s course. 
Graduate fitters improve selling records and bring prestige to 
store. Have you investigated this opportunity for better satisfied 


customers and increased sales? 


What is the Wright Arch Preserver Institute? 


This institution was founded two years ago by 
E. T. Wright & Company, makers of Wright Arch 
Preserver Shoes for Men, to give retail shoe sales- 
men a course of instruction which will help them, 
their department, and their store, and raise the 
whole level of shoe salesmanship. Graduates of this 
course receive a lapel button which identifies them 
as graduate fitters. And their department receives a 
handsome bronzed plaque which states that there are 
in that department graduates of the Wright Arch 
Preserver Institute. See the illustrations on the op- 
posite page. 


What does this course consist of? 


The Wright Arch Preserver Course consists of a 
series of written lectures covering the anatomy of 
the foot, simple forms of subnormal feet, the con- 
struction of Wright Arch Preserver Shoes, and 
lectures on retail selling which are invaluable. This 
material has been prepared by merchandising ex- 
perts, shoe authorities, retail executives, sales coun- 
sel and medical men—all leading authorities in their 
subjects. Here are some of the subjects: Funda- 
mentals of Salesmanship, Physiology of the Feet, Selling 
Outside the Store, The Interpretation of Men’s Wear 
Styles. 


What are the benefits? 


Any shoe salesman who will conscientiously study 
this course and take the examination at the end will 


increase his efficiency, add to his employer’s sales 
and raise his own market value as a shoe salesman. 
It will teach him how to handle people, and give him 
self-confidence and an easy manner. 


Read what a Marshall Field executive says 
about this course. 


Here are a few quotations from a letter written by 
one of Marshall Field’s executives ... “The writer 
... has not only read but studied each and every les- 
son and I am pleased to tell you they are quite worth 
while. Our entire organization in my department is 
also receiving these lessons and I know they will get 
a great deal from them . . . will help everyone who is 
selling shoes at retail . . . I appreciate the efforts your 
company is making to improve the standard of re- 
tail shoe selling as well as to make the individual 
salesperson more valuable and efficient.” 


Send in your name today 


No matter whether you sell Wright Arch Pre- 
servers or not, this course is available to you. The 
lessons are free to salesmen in Men’s Shoe Stores or 
in Men’s Shoe Departments handling Wright Arch 
Preserver Shoes. To all other shoe salesmen there 
is a nominal charge of $1.00. 

Simply fill in the coupon on the following page. 
Send no money now. If you are not entitled to the 
course free you will be billed later. If you are in a 
department selling Wright Arch Preserver Shoes, 
remember you pay nothing at all, not even postage. 


WRIGHT ARCH PRESERVER 





PRESERVER INSTITUTE 


whole industry 


The shoe salesman has one of the most important of all retail selling 
jobs. He must know people, he must know feet, he must know shoes— 
three big subjects. The Wright Arch Preserver Institute helps him 
with all three and in addition it teaches him how to know himself— 
how to be more courteous, friendly, dynamic. 






This is the course of 
ten lessons with its ' 
handsome binding. A 
valuable addition to 
your bookcase. A 
Possession you will 
always value. 








The button which 
the graduate fitter 
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COPY HELPS AND HEADLINES 


Catchy Paragraphs and Headlines to Help the 
Hurried Shoe Man Prepare His Christmas Copy 


By R. E. ANDRUSS 


HELPFUL HINTS FOR 
SANTAS WITH SMALL PURSES 


For this practical Christmas when most Santas will 
be looking for gifts that are useful and lasting, yet 
moderately priced, we offer numerous practical sug- 
gestions. We believe such gifts most truly express the 
Christmas spirit of thoughtfulness for others—(list 


items). 
~~ - * 


SELECT GIFT SLIPPERS HERE 


When you're looking for gift slippers, avoid the 
crowds that are looking for everything—come here 
where you can shop in comfort. Choose from an ex- 
cellent variety, moderately priced. Styles for men, 
women and children. 

* ” * 


(STORE NAME) HOSIERY WILL PLEASE 
ALL THE LADIES ON YOUR LIST 
Choose a single pair for some—for others a “hosiery 
wardrobe.” Many busy men save time and worry by 
bringing their Christmas lists here. And they know 
their gift will be certain of welcome, because every 
woman always needs more hosiery—particularly this 


year! 
* * *# 


BUCKLES AND BOWS MAKE ATTRACTIVE GIFTS 
If she wears pumps, a gift of lovely buckles or 


ornaments will be very welcome. You can choose 
from inexpensive ornaments for street wear to the love- 


liest of buckles for evening—some of them in sets with 


matching heels. 
* * * 


MEN—WE HAVE MADE GIFT CHOOSING 
EASY FOR YOU HERE 


Men wait on you. Gift assortments include only 
practical things. Do-dads are absent. So are the 
shoving, scrambling shopping crowds. 

You can choose gifts for men, women or children. 
We'll wrap them for presentation. And every item 
passes the 1934 gift test—attractive, useful and inex- 
pensive. 

(Give List of Suggestions) 


* * * 


HI-CUTS—A GREAT GIFT FOR A BOY! 


One ambition of most lads we’ve known is to own 
a pair of sturdy, waterproof hi-cuts. How many boys 
on your list would welcome such a popular gift from 
you? 
* * * 
FOR FATHER, HUSBAND, BROTHER, SON 
A GIFT OF SHOES 


If he needs shoes, any man will surely appreciate 
your giving him a pair for Christmas. You can easily 
get his correct size from his old shoes, easily pick a 
style he likes, for you know his taste in footwear. If 
necessary we'll exchange them after Christmas. Isn’t 


that easy—and very practical? 
[TURN TO PAGE 46, PLEASE] 
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BRAUER BROS. SHOE Cd 











Raynstu 


ADVERTISED 
IN VOGUE 


for STREET WEAR 


Approved and applauded by wo- 
men everywhere, this innovation 
in smart footwear is the perfect 
complement to the season’s street 
costume. Women who wore ordi- 
nary snap or slide fastener gaiters 
now insist on Raynshu-Ties. They 
are different ... practical .. . de- 
lightfully feminine . . . and profit- 
able. Raynshu-Ties are now on 
sale in selected stores from coast 
to coast. 





















RAYN TIE 


for general or street 
wear. Made in black 
or brown. Retails 
profitably from $2 to 


$2.25. 





MATINEE TIE 


for formal and semi- 
formal occasions. Made 
in black or white. Re. 
tails profitably from $3.25 
to $3.50. 








for FORMAL WEAR 


Raynshu-Ties are available in a wide 
variety of patterns and colors suitable 
for both street and formal wear. Most 
women buy two styles for different oc- 
casions. Raynshu-Ties retail at popu- 
lar prices—yet are so different they 
avoid the unprofitable competition of 
ordinary gaiters. Women want them 
—wiil pay profitable prices. 




















Retailers should write or wire imme- 
diately to get the advantage of early 
sales. 


CAMBRIDGE RUBBER CoO. 


General Offices and Factories 


CHICAGO CAMBRIDGE, MASS. BOSTON 






317 W. MONROE ST. 600 ATLANTIC AVE. 
AND 
LEADING 
WHOLESALERS 





NEW YORK 
128 DUANE ST. The Mark of 









Superior Quality 


BOOT AND SHOE RECORDER, November 17, 1934 


Ir is a nebulous sort of job to stand 
on a corner in Hollywood and try to 
decide what “they” are wearing on 
“their” feet! 


* 


THE reason is when “they” are out 
on casual parade “they” seem to be 
taking Thomas Jefferson too seriously. 
You know when Tom made the front 
page back in ’76 he did it by saying 
something about “inalienable rights” 
among which were “life, liberty, and 
the pursuit of happiness.” The Holly- 
wood “they” have enough “life,” 
Heaven knows, “they” demand plenty 
of “liberty” and in the well known 
“pursuit of happiness” insist on wear- 
ing on their pedal peninsulas what- 
ever they darn please and any modern 
George the Third who objects may 
go hang for all “they” care! 


* * * 


However the “they” in Hollywood 
are not always the “it” and following 
are a few whispered comments on 
what the “its” are up in the all en- 
grossing matter of shoes: 


* *% * 


K ATHERINE HEPBURN, who 
swings a vicious club in a golf game, 
has been stalking around on the Bel 
Air links lately dolled out in a pair 
of men’s golf shoes. She finds them 
more comfortable than women’s golf 
shoes and they do not look too heavy 
and masculine for the average woman 
to wear. They give good firm balance 
to the lithe body when poising for 
the big swat. H. D. French, who pre- 
sides over the down-town French, 
Shriner and Urner store, is finding a 
steady market among the gorgeous 
girl golfers for men’s golf shoes since 
he got Katherine started off on the 
right foot! 


% * * 


THe high boot idea recently flaunted 
on the spreading page of a Sunday 
magazine has not taken hold to any 
extent in Hollywood as yet. In Bul- 
lock’s Westwood Village store there is 
a little trend in that direction for the 
French boot motif has made its ap- 
pearance there. “Boots and high 
shoes may come back,” says one 
dealer, “and it is not a safe prophecy 


Page 34a 


Hollywood... 


By J. EDWARD TUFFT 


to say they won't, for the times, the 
stars, and the gods work many 
miracles.” 

x * * 


CaroLe LOMBARD, MGM celeb. 
rity, says it is high time to throw away 
that red barn paint and wear the toe- 
nails a la natural. She herself is even 


CAROLE LOMBARD 


Who does not believe 
in stained toe - nails. 


having the surface of the nails dulled 
a little bit. Incidentally she is apply- 
ing this rule of ten to her finger nails 


as well! 
* * * 


Craire TREVOR of the Fox Films 
along with a stunning white wool cos- 
tume is wearing a sweet little pair of 
black suede pumps decked out with 
silver clasps and is carrying a black 
velvet handbag to match. Miss Trevor 
says she believes in versatility and 
sees no reason why a pair of shoes 
worn in a sequence presumably pat- 
terned from real life cannot be worn 
in real life between sequences! Her 
shoes are made for go as well as for 
show! 


E VIDENTLY old Ireland has a little 
to say about Hollywood shoe fads, for 
some green shoes are being worn with 
tweed costumes. Green has always 
had a hard time of it in Hollywood as 
elsewhere, yet it seems to go well with 
tweeds in practically all shades re- 
gardless of its reputation for offish- 
ness! It pals better with other colors 
than was originally supposed and sev- 
eral stars seem to think St. Patrick 
was right after all! 


x we 


Jack HOLT, Columbia’s pride, oft 
spoken of as the best dressed man in 
picturedom, says he is happiest when 
wearing boots. He has a small forest 
of riding boots and his cavalry line-up 
is astounding but all in perfect taste. 
He abhors combinations in shoes. Hi- 
brown shoes are brown, his black ones 
are black, and his white ones are 
white. He wears white shoes with 
white trousers only and scorns wing 
tips. Perforations twirled out in gar- 
den effects on shoes make him sea- 
sick. When Jack sees a seam loafing 
around in too many directions on the 
side of a shoe he gets out his old 
geometry book and looks up the well! 
known definition of a straight line. 


H OLLY WOOD has a new men’s shoe 
store with meaningful paintings on the 
wall. One painting is of a hotel scene. 
The shoe shining boy and the floor 
matron apparently have arrived at a 
man’s room door with an armful of 
freshly shined shoes but can not 
arouse the sleeping inmate even 
though the hour is late. 


%¥ & 


Bruce WILLIAMSON, proprietor 
of The French Bootire in Hollywood, 
is still doing a rushing business on 
“slax,” a semi-sport shoe with an ultra- 
comfort angle. This type of shoe is 
just the checker for Hollywood on its 
outings. 


* &+ 


K ATHERINE HEPBURN has gone 
Roman to the nth degree in one 
pair of sandals she is now wearing 

[TURN TO PAGE 34D, PLEASE] 
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HE National Boot and Shoe Manufactur- 

ers Association cordially invites the Shoe 
Retailers of the country to attend its Fourth 
Annual National Shoe Display, at which shoes 
for Spring and Summer 1935 will be displayed 
by the participating manufacturers, at the 
Hotels Jefferson, Statler and Lennox, St. Louis, 
January 7th to 10th, 1935. 


All Shoe Manufacturers and Retailers are also 
invited to attend the Thirtieth Annual Conven- 
tion of the National Boot and Shoe Manu- 
facturers Association, which will be held in 
St. Louis during the National Shoe Display. 


2812 Chrysler Building 


Fourth Annual National Shoe Display 
FORECASTING 


Spring and Summer 1935 






NATIONAL 
BOOT AND SHOE 
MANUFACTURERS 


\___ASSOCIATION | 


NATIONAL 
SHOE DISPLAY 


SAINT LOUIS 
MISSOURI 








JANUARY 7/-IO 
1935 


Fare and one-third for round trip 
has been granted by the railroads 
for those attending the National 
Shoe Display, providing they secure 
certificates from local agents at time 
of purchasing one-way ticket to 
St. Louis, which certificate when 
validated at the Information Booth, 
Mezzanine Floor of the Hotel Jeffer- 
son in St. Louis, wiil entitle those in 
attendance to purchase return tickets 
over the same line at one-third regu- 


lar one-way fare. 


Under the Direction and Management of 


The National Boot and Shoe Manufacturers Association 
New York City 
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Retail Buyers are invited to view displays of the following manufac- 


turers and wholesalers, at the National Shoe Display, Hotels Jeffer- 
son, Statler and Lennox, St. Louis, January 7th to 10th, 1935. 


Acme Shoe Mfg. Co......... Clarksville, Tenn. 
SINS GBin aoc cccccccccss Spencer, Mass. 
Altman Bros...............++ Cincinnati, Ohio 
Ansin Shoe Mfg. Co............. Athol, Mass. 
Anwelt Shoe Company............ Athol, Mass. 
D. Armstrong & Co.......... Rochester, N. Y. 


Arnold Bros. & Company. East Weymouth, Mass. 
M. N. Arnold Shoe Co...So. Weymouth, Mass. 


MMO SHC Core cccsccccccscce Spencer, Mass. 
John B. Atkinson............... Boston, Mass. 
Augusta Shoe Company........ Augusta, Maine 
Ault-Williamson Shoe Co....... Auvurn, Maine 
Bancroft-Walker Company..... Waltham, Mass. 
Bates Shoe Company.......... Webster, Mass. 
B and B Shoe Company.......... Chicago, 11. 
Bedford Shoe Co............0000. rlisle, Pa 
Belle Meade Shoe Co......... Nashville, Tenn. 
Belleville Shoe Mfg. Co......... Belleville, 111. 
Best Shoe Company............ Boston, Mass. 
A. Bloom Shoe Company........ Boston, Mass. 
Blue Ribbon Shoemakers....... St. Louis, Mo. 
ee SS ere Buford, Ga. 
Walter Booth Shoe Co....... gg oe Wis. 






Boyd-Welsh, Inc........ +++.St. Louis, Mo. 
Brauer Bros. Shoe Co. ‘ 
Brilliant Brothers Co. 


Wm. Brooks Shoe Co... elsonville, Ohio 


Brown Shoe Company .......... St. Louis, Mo. 
H. H. Brown Shoe Co., Inc...Worcester, Mass. 
Burtman-Rondeau Co............ Boston, Mass. 
B-W Footwear Co., Inc...... Worcester, Mass. 
Capitol Shoemakers ............ St. Louis, Mo. 
Carmo Shoe Mfg. Company....Carthage, Mo 
Central Shoe Company.......... St. Louis, Mo. 
The Cincinnati Shoe Co....... Cincinnati, Ohio 
Cinderella Shoe Co.............. Auburn, Me. 
Edwin Clapp & Son, Inc.. East Weymouth, Mass. 
Clark Shoe Company.......... Auburn, Maine 
Clayman Shoe Mfg. Co........... Boston, Mass. 
A. C, Clayton Printing i i666. St. Louis, Mo. 
Collingwood Shoe Co., Inc.....Endicott, N. Y. 


Collins-Morris Shoe Co. Weicccvns St. Louis, Mo. 
Comfort Sandal Mfg. Co.. Long Island City, N. Y. 
Commonwealth Shoe & Leather Co., 

Whitman, Mass. 


Compo Shoe Shoe Cor Corp.....Boston, Mass. 


Consolidated Shoe Corp....... Cincinnati, Ohio 
Ce FN io oink t ccccccetee Beverly, Mass. 
Goole inaans: Embry Co........ Reading, Pa. 
The Charles Cushman Co......... Auburn, Me. 
Daly Bros. Shoe Co............- Boston, Mass. 
Davidson Shoe Company...... Nashville, Tenn. 


Devine & Yungel Shoe Mfg. Co.. Harrisburg, Pa. 
The Walker T. Dickerson Co...Columbus, Ohio 
Dingley-Foss Shoe Mere ceccees Auburn, Me. 
The Irving Drew Company.... Portsmouth, Ohio 
Dunn and McCarthy, Inc....... Auburn, N. bf 
Du Pont og Company. .New York, 

Dyer and Hall, Inc.......ccsc00 Auburn, ‘Me. 


Charles A. Eaton rai eee, Mass. 
Edgewood Shoe Factories......... Atlanta, Ga. 
J. Edwards & Company...... Philadelphia, Pa. 
Empire Specialty Footwear Co..Endicott, N. Y. 
Endicott-Johnson Corporation...Endicott, N.Y. 


Enna Jettick Shoes, Inc.......... Auburn, Me. 
Fairfield Shoe Co..........+-- Columbus, Ohio 
WEMGNE, GROER. ccaccecccecesivs St. Louis, Mo. 
Fargo Hallowell Shoe Co......... Chicago, Il. 
Farmington Shoe Mfg. Co......- Dover, N H. 
Fashion Plate Shoes.......... St. Louis, Mo. 
Fein & Glass, Inc.....cscccccccse Reading, Pa. 
Field & Flint Co............. as = oe 
The Five Star Shoe Co., Inc.. I. City, N. Y. 
The Florsheinm Shoe oth “Chicago. Til. 
Foot Delight Shoes...........-.- “Boston, Mass. 
Fortune Shoes.......--+--++++- Nashville, Tenn. 
Freeman-Thompson Shoe Co.....St. Paul, Minn. 
Friedman Shelby Shoe Co....... St. Louis. Mo. 
Friendly Shoes..........+..++ Nashville, Tenn. 
A. Garside & Sons, Inc.. .L. I.. City, N. Y. 


General Shoe Corporation. . Pee Nashville, Tenn. 
Gerberich-Payne Shoe Co....... Mount Joy, Pa. 





Gilbert Shee Cai oc occ ccccces Thiensville, Wis. 
Glass-Fitzgerald Shoe Co........ Boston, Mass. 
Glendale Shoe Co............. Nashville, Tenn. 
H. C. Godman Company...... Columbus, Ohio 
S. Goldberg & Co., Inc...... Hackensack, N. J. 
Julius Goldstein & Sons.......... Boston, Mass. 
S. Goldstein & Sons............ Boston, Mass. 


Gorevitz-McNamara Shoe Co., Inc., 
Haverhill, Mass. 
Gotham Shoe Mfg. Co., Inc.. Binghamton, N. Y. 


Granite State Shoe Co...... Portsmouth, N. H. 
Great Northen Shoe Co....... Manchester, N. H. 
Daniel Green Company...... Dolgeville, N. Y 
The Green Shoe Mfg. Co......... Boston, Mass. 
Green-Bell Shoe Co........... Haverhill, Mass. 
sy ay and Read Company....... Lynn, Mass. 

Grosvenor Shoe Co....Worcester, Mass. 
Sones Shoe Company............ Chicago, 11. 


Hagerstown Shoe & Legging Co., 
Hagerstown, Md. 
The P. Hagerty Shoe Co.. Washington C. H 


Hanf, Blackey Shoe Co.......... Derry, N. H. 
Hannahsons Shoe Co......... Haverhill, Mass. 
Hartman Shoe Mfg. Co....... Haverhiil, Mass. 
M. E. Haskell & i eeekeeucas Boston, Mass. 







Headway Shoe Corp.. 
Heel Hugger Shoes, Inc. 
Highland Shoé Co... 

Hoeck Shoes, Inc.. 
Holland Shoe Co.. 


..Webster, Mass. 


.Chicago, Ill. 
Hacer Holland, Mich. 


Holiy Shoe Co..............- Littleton, N 
Huth & James............... Milwaukee, Wis. 
A. R. Hyde & Sons Co....... Cambridge, Mass. 
Hy-Style Shoe Co.............. Hallowell, Me. 
International Shoe Co........... St. Louis, Mo. 
Interstate Shoe Company....Manchester, N. H. 
H. Jacobs & Sons............ Brooklyn, N. Y. 
. | ten Shoe Mfg. Co....... New York, N. Y. 
arman Shoe Co........cccce- Nashville, Tenn. 
George O. Jenkins Co....... Bridgewater, Mass. 
Johansen Bros. Shoe Co....... St. Louis, Mo. 
| sag Smart Shoes........ Centralia, Ill. 
ohnson-Baillie Shoe Co........ Millersburg, Pa. 
Johnson-Stephens & Shinkle ae > 
Louis, Mo. 
Johnston _, MRPONR ie ccncesaes wae N. J. 
The Julian & 7 a Co.. Columbus, Ohio 
Junior Shoe Co............. "Humboldt, Tenn. 
Kane, Dunham & Kraus, Inc...St. Louis, Mo. 
Geo. E. Keith Company...... Brockton, Mass. 
Kirkendall Boot Co............. Omaha, Nebr. 
Kleven Shoe Company.......... Spencer, Mass. 
The A. S. Kreider Shoe Co....... Annville, Pa. 
J. Landis Shoe Company........ Palmyra, Pa. 
Langer, Lippman Co........000> Boston, Mass. 
Lenox Shoe Company............ Freeport, Me. 
Levi-Weiss Sales Company....... nn Til. 
VP rr Boston, Pe 
Little Falls Felt Shoe Co...Little Falls, N 
Littlestown Shoe Co., Inc..... Littlestown, Pa. 


Charles Longini Shoe Mfg. Co...Cincinnati, O. 
Longwood = Ce caccnceeced Auburn, Me. 






Lown Shoe Co........... .... Auburn, Me. 
Lumbard Shoe Company....... Auburn, Maine 
{. Nelson Manning Shoe Co..Worcester, Mass. 

V Marks & Sons Co....... Cincinnati, Ohio 
Miter WE cedcakerececsas St. Louis, Mo. 
Marshall, Meadows & Stewart, Inc.. Auburn, N.Y. 
Fred A. Mayer Shoe Co....... Milwaukee, Wis. 
McNichol & Taylor, Inc.......... uynn, Mass. 


The Chas. Meis Shoe Mfg. Co., : ; 
Cincinnati, Ohio 


Melotone Shoe Co...........-- St. Louis, Mo. 
Metro-Craft Shoe Co........ Manchester, N. H. 
Milius Shoe Company.......... St. Louis, Mo. 
The Miller Shoe Company. . .. Cintas Ohio 
Miller, Hess & Co., Inc..........+ Akron, Ohio 
Modern Miss Shoes eae ed ease Milwaukee, Wis. 
Monarch Shoe Co., Inc..........+ Chicago, Ill. 
Morton Last Company, Inc....Cincinnati, Ohio 
Moulton-Bartley, Inc........... =. Louis, Mo. 
Mound City Shoe Co...........§ St. Louis, Mo. 


Municipal Shoe Co.. Inc....... Brooklyn, N. Y. 
The Muskin Shoe Co........... Baltimore, Md. 
D. Myers & Sons, Inc......... Baltimore, Md. 
A. Eq Nettleton Cok. ccs cscces Syracuse, N. Y. 
Norway Shoe Company........ Norway, Maine 


Nunn, Bush & Weldon Shoe Co., 
Milwaukee, Wis. 


O'Donnell Shoe Company...... St. Paul, Minn. 
J. K. Orr Shoe Company........ Atlanta, Ga. 
Orthopedic Shoes, Inc.......... New York City 
Osgood Shoe Co.............. Methuen, Mass. 
Owens Shoe Company............ Salem, Mass. 
My Ax Puehart Cov c ccc ccccccs Brockton, Mass. 
Paradise Shoe Co...............St. Louis, Mo. 
Paramount Shoe Mfg. Co.......St. Louis, Mo. 
Paramount Style Shoes..........St. Louis, Mo. 
Peacock Shoes................St. Louis, Mo. 
Pennant Shoe Company,........ St. Louis, Mo. 
Peters Shoe Company.......... St. Louis, Mo. 
Phileo Shoe Corp... ....ccccccce Salem, Mass. 
Philips Shoe Mfg. Co......... Haverhill, Mass. 
Pied Piper Shoe Co............. Wausau, Wis. 
Plaut-Butler, Inc.............. Cincinnati Ohio 
Progress Shoe Company....... Brooklyn, N. Y. 
Queen Quality Shoe Co.......:. St. Louis, Mo. 
Racine Shoe Mfg. Co............. a hat 
S. Rauh & Company........ New York, N. Y. 
Restful Slipper Co......... Jersey City, N. +5 
Rice O'Neill Shoe Co........... St. Louis, Mo. 
Richland Shoe Co............. Nashville, Tenn. 
Roberts, Johnson & Rand........ St. Louis, Mo. 
Rogers Bros, Shoe Co........... Boston, Mass. 


H. O. Rondeau Shoe Co.. 


a N. H. 
Rubin Bros. Footwear, Inc.. 


.L. I. City, N. Y. 


Louis H. Salvage Shoe Co... Manchester, N. H. 


Samuels y* Company........St. Louis, “Mo. 
Seiuee rte OG a3 ica cccccecd ves Boston, Mass. 
Schworm & Finke Shoe Co....... Boston, Mass. 
Sebo Shoe Company............. Chicago, Ill. 
The Selby Shoe Company..... Portsmouth, Ohio 
My SWAG) BiGiss «ie cceciececces Boston, Mass. 
Shoe Form Co., Inc............ Auburn, N. Y. 
Je Pa Se OO Cie vikc sku ccuce Chicago, III. 
Somerset Shoe Co............. Skowhegan, Me. 
South Berwick Shoe Co., .So. Berwick, Me. 
Stacy-Adams Co...........000¢ Brockton, Mass. 
Sterling Shoe Co.......cccces Auburn, N. Y. 
Stetson Shoe Co......... So. Weymouth, Mass. 
Stix-Altman-Weiner, Inc...... Cincinnati, Ohio 
Style-Creator, Inc...... Long Island City, N. Y. 
“Style By Rysonele”...........St. Louis, Mo. 
Suffolk Shoe Company......... Chelsea, Mass. 
Sulkis Shoe Co...............Marlboro, Mass. 
The P. Sullivan Shoe Co..... Cincinnati, Ohio 
E. E. Taylor Corporation..... Brockton, Mass. 
Teeple Shoe Company.......... Waupun, Wis. 
Thompson Shoe Co........... Humboldt, Tenn. 
Triple Novelty Footwear........ Brooklyn, N. Y. 
Tupper Slipper Corp......... Brooklyn, N. Y. 
Tweedie Footwear Corp..... Jefferson City, Mo. 


United Shoe Machinery Corp.... 
United Shoe Manufacturing Co.. 
The United States Shoe Corp.. 


- Boston, Mass. 
.St. Louis, Mo. 
.Cincinnati, Ohio 


Valcraft Shoe Company........ St. Louis, Mo. 
Valley Shoe Corporation........St. Louis, Mo. 
Virginia Shoe Company, Inc....Frederick, Va. 
Vitality Shoe Company......... St. Louis, Mo. 


Wall-Streeter Shoe Co..... North Adams, Mass. 
Weyenberg Shoe Mfg. Company. Milwaukee, Wis. 
Wiley-Bickford-Sweet Corp... Worcester, Mass. 


William Shoe Co., Inc....... Haverhill. Mass. 
Winthrop Shoe Company...... St. Louis, Mo. 
Wohl Shoe Company..........St. Louis, Mo. 


Wolff-Tober Shoe Mfg. Co.....St. Louis, Mo. 
E. T. Wright & Company, Inc..Rockland, Mass. 
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Mostly About Hollywood 


[CONTINUED FROM PAGE 34A] 


off stage. These good old kickers have 
wooden soles and brown canvas straps. 
They are decidedly clickety-click in 
their reverberations, but Miss Hepburn 
says they are as comfortable as an 
uncomfortable shoe possibly can be. 


% * * 


W arr DISNEY, daddy of Mickey 
Mouse, a real fellow with no great 
flare for Boulevard publicity, loves to 
dress rough. Seen recently at Arrow- 
head Lake he had on a pair of clod- 
hoppers much like those dad used to 
wear in threshing time! 


AN official of the national retail 
shoe dealers’ group says there is a 
greater percentage of individually 
owned shoe stores on the West coast 
than any other section of the country. 
He speaks of the individually owned 
store as contrasted with the chain unit. 
It would seem that the individual stuff 
is real American all right, for old his- 
tories tell us how Mr. Columbus, the 
man who found America, maintained 
his individualism even when sur- 
rounded by chains! 





Shoe Club Holds First Gala Dinner 
and Entertainment 


New York — The Shoe Club of 
New York held its first gala dinner and 
entertainment at the Hotel McAlpin in 
New York last Saturday evening. It 
was enthusiastically attended by over 
700 members and friends of the New 
York Shoe Club, among them many of 
the best known shoe manufacturers and 
buyers in the city. 

In the large hotel auditorium an en- 
tertainment was given by many prom- 
inent radio and stage artists under 
the direction of the genial Barney Kim- 
less. The happy crowd responded audi- 
bly to the efforts of George Givot, 
Georgie Price, Wee Willie Robyn, 
Vaughn DeLeath, Sylvia Froos and 
others. The dance music was under 
the direction of Nat Brusiloff and at 
times under the baton of Barney Kim- 
less himself, who proved to be an ac- 
complished maestro. 


The club was congratulated on its 
development and on its ideals and pur- 
poses by Morgan Grossman, president 
of the Shoe Manufacturers Board of 
Trade; Benjamin Schwartz, president 
of the’ Council of Shoe Manufacturers 
of Greater New York; M. A. Mittel- 
man, president of the National Shoe 
Retailers Association; John Slater, 
chairman of the N. S. R. A. convention 
committee, and Fraser Moffat, presi- 
dent of the Tanners’ Council of Amer- 
ica. 

Among those present were Dan 
Palter, Morris Miller, Herman Delman, 
Kenneth Collins, Joseph Greenberg, of 
Gimbel Brothers; Herman Schaffer, 
of R. H. Macy & Co., Ine.; J. Zahn, of 
James McCreery & Co.; Thomas Calla- 
han, of B. Altman Co.; Joseph Minco, 
of Lord & Taylor; Manus Schonfeld, 


of Arnold Constable Co.; Stanley Weiss, 
of Hann Department Stores; Eddie 
Friedman, of the Namm Store; Miss 
Berkowitz and Mr. Solomon, of Bloom- 
ingdale’s; Mr. Jack Zirkel, of A. M. C.; 
Mr. Emanuel Gerton, of Saks, Fifth 
Avenue. 

Al Beigel, president of the club, 
presented a plaque dedicating the affair 
to Alexander Bicks, counsel and honor- 
ary member of the board of directors. 

The fact that this dinner was at- 
tended by over 700 members and 
friends is a testimonial to the amazing 
growth of the club, im a trifle over seven 
months and the organizing ability of 
Albert Beigel, president; Melvin Brown, 
vice-president; Earl C. Williams, secre- 
tary, and Jerry Palter, treasurer. 


DeHart to Cover Southeast 


CHIcAGo—The Fargo-Hallowell Shoe 
Company of Chicago has announced 
that Wilbur A. DeHart has been ap- 
pointed their representative in the 
Southeastern territory comprising the 
states of Tennessee, Mississippi, Ala- 
bama, Florida, Georgia, South Caro- 
lina, North Carolina and Virginia. 
Mr. DeHart has served the shoe indus- 
try for over twenty-three years, the 
last fifteen of which have been with 
the Albert H. Weinbrenner Company 
of Milwaukee, Wisconsin. 

The Fargo-Hallowell Shoe Company 
will display its Spring 1935, line of 
infants’, children’s, misses’ and grow- 
ing girls’ footwear at the New York 
Show of the National Shoe Retailers 
Convention on Jan. 6, 7, 8 and 9, and 
the National Seasonal Opening of the 
National Shoe Manufacturers Asso- 
ciation at St. Louis on Jan. 7, 8 and 9. 
This latter display will be in the rooms 
714 and 716 of the Jefferson Hotel. 





Shoe Club, Inc., of New York, holds gay supper party at Hotel McAlpin. 
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MAGIC EASE in 
MADE BY 


BANCROFT-WALKER CO. Pe 


. Z 
RICHNESS OF HAMMERED SILVER, 


plus that last word in style and comfort found only in kid. That, in two 
phrases, is the reason Bancroft - Walker Company, of Waltham, Mass., selected 
Amalgamated Paisley (in gold or silver) for the smart slipper shown above. A 
secondary reason is that slippers can be worn in the natural gold and white, 
or silver and white, or can be dyed to match the costume, when 


MADE OF 
DP bey KID 


Send for sample swatches and have the person in 
your organization who is in charge of dyeing test 
the color possibilities of Paisley Hammered Silver 
or Gold Kid. 


AMALGAMATED LEATHER COMPANIES, INC. 
WILMINGTON, DELAWARE 


84 GOLD STREET, NEW YORK 


malgamated 
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thee SMARTEST of SHOES 
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| 1D). you know what goes on 
inside of a football “huddle”? 
Planned Action! Elevenalertmen 
put their heads together and de- 
cide on a plan of action that will 
open a way for the man carrying 
the ball to gain ground. Each man 
is directed to perform a specific 
function. In other words, the 
attack is organized on a team- 
work basis. The Brown Concen- 
tration Plan is this same idea of 
Planned Action applied to the 
operation of your retail shoe store. 


as ee ne eee ee ewe. Se comm weomme meas oo 
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weather the 


Writes H. J. Voorhies, an outstandingly successful 
shoe retailer in Ponca City, Oklahoma, who 
operates under the Brown Concentration Plan. 









vl ta Brown Concentration Plan couldn’t put a 


magic spell on H. J. Voorhies’ store and completely 
shield it from the Evil Spirits of the depression. 


But here’s the way Mr. Voorhies feels about it: “Of 
course we felt the depression. Who didn’t? But I be- 
lieve beyond the question of a doubt that this store 
was out from under it among the first, due to the 
Brown Plan basis of operation and the cooperation 
received from the concentration department.” 


This Brown Plan retailer has had an opportunity 
to see what Planned Action could accomplish when 
the business weather was fair as well as foul. 


Here is his verdict: “It is now fourteen years that 

we have been operating under this plan and we 
wouldn’t think of changing.” 
When Mr. Voorhies was first sold on the idea of 
becoming a Brown Plan retailer there were relatively 
just a handful of such stores throughout the country. 
Today there are more than four hundred, with addi- 
tions every month. As a group they are the most suc- 
cessful shoe retailers in America. 


Why have these stores turned to this Plan? Be- 
cause this Plan makes it possible to apply to the in- PLANNED ACTION p ays out 


dependent retail store the most scientific principles of in terms of more profits! 
retailing. 

A highly developed group of retailing specialists 
maintained by Brown Shoe Company supplement the 
retailer’s personal efforts. They work for him but with- 
out cost to him. His business gets the benefit of the 
best in store arrangement, stock-keeping and stock 
control, accounting records, retail selling methods, ad- 
vertising, window display, sales promotion and other Drow Sroe Gowns ST. LOUIS 
phases of modern retailing which are practically im- Manufacturers of the Concentration Line— Including 


‘ : Buster Brown Tread Straight Shoes for b d girlsand 
possible for any man to master and apply single-handed. BROWNbile Tread Straight <a eim i neN 







“Planned Action” in the Windows of 
H. J. Voorhies’ Brownbilt Shoe Store 




























LLRRRES 
teeenee 








“Planned Action” inside of the Store 


Only retailers of good personal character 
and ability plus sufficient available capital to 
finance their business are invited to partici- 
pate in the Brown Plan. Write us, or ask the 


Brown Shoe salesman. 
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The Foot-Shoe Mechanism 


the foct is in equilibrium or equipoise, 
the outer tread surface of it is firmly in 
contact with the insole—provided, of 
course, that there is an adequate 
breadth of insole to receive the weight, 
and the pad will likewise distort here, 
in accordance with the laws of elastic 
bodies. 

Indeed, according to present for- 
mulas, shoes are designed for this re- 
gion by cutting away the insole at the 
outer shank and bringing the upper of 
the shoe under the tread surface of the 
foot. You thus divert the pressures 
laterally instead of having them con- 
trolled and disposed in a downward 
direction, as they should be, and then 
you wonder why shoes “mush” over to 
the outer side. How can they do other- 
wise with this deficient counterpres- 
sure? 

The importance of this subject has 
prompted me to make a fairly thor- 
ough survey of the literature, and the 
nearest related reference I find is the 
following: 

“ ... When the foot is set on 
the ground, the body-weight is 
transmitted through the bones . 
and presses ... upon the plantar 
cushion. This cushion, being com- 
pressed from above and being un- 
able to expand downward by rea- 
son of the resistance of the ground 

. acts like any other elastic 
mass and expands toward the 

WG. occ 


This would appear to be an anticipa- 
tion as to precedence, and would be if 
it were not that the author of these 
statements is a veterinary surgeon, and 
that his conclusions refer to a horse’s 
hoof. Can it be that some of the fur- 
ther progress in industrial shoemaking 
is to be made by appropriations such 
as this from comparative arts? 

And now, lastly, the great toe pad. 
This is usually accepted as normally 
in contact with the insole when the 
heel is still in contact with the heel 
seat during each step—which is true 
only when the foot is in pronation. 
The development of bunions is one by- 
product of resulting faulty shoe con- 
struction in this particular. 


STRUCTURAL ANATOMY 


Proceeding now with the _ second 
topic to be considered—the structural 
anatomy of the foot. This subject has 
been made so involved that it is rare 
to find a shoe man who has not given 
up trying to understand it. As a mat- 
ter of fact, while the mechanism itself 
is exceedingly complicated, it is simple 
enough to understand if the unessen- 
tials are deleted and the elements are 
taken up in orderly fashion. Indeed, 





Horseshoeing, John W. Adams, D.V.S., 


(*) 
U. S. Dept. of Agriculture,. Farmers’ Bulletin 


Nb. 179, 1908, p. 11. 


[CONTINUED FROM PAGE 15] 


it is my definite purpose, as I have 
already suggested, to have you know 
and understand the architecture of the 
foot as this relates to the designs and 
patterns of shoes. 

It has been intimated that my con- 
tributions to the art, that is, my pub- 
lished interpretations, have been the- 
oretical and technical. Very well, then, 
let us reduce this present subject to 
its greatest possible simplicity, even at 
the’risk of saying something trite and 
banal. And so I suggest that we go 
away together, figuratively, to some 
remote little community, one so small 
that there is only one schoolhouse. In 
fact, the district is so sparsely settled 
that there are only 25 pupils, there are 
no grades, and only one teacher. 


TEACHER AND CLASS 


The teacher, to be sure, is in entire 
command of the little group. He is 
one of only three principal characters 
which immediately concern us; and 
when we know these three, we will be 
well acquainted with all of the other 
ones composing the group. There is 
the bad boy of the class—one who is 
apparently very strong physically, but 
is in reality a weak member whose 
whole expression is negative, passive, 
easily led into doing the wrong thing. 
The teacher has to accept the bad boy, 
because he seems to be so strong and 
thus an important integer of the whole. 
Then we have the teacher’s helper, the 
good boy, who is so close in reality to 
the teacher that he is indispensable in 
keeping order. 

To translate these three—the teach- 
er, the bad actor, and the teacher’s 
helper—into the structure of the foot: 
the teacher, obviously, is the heel bone, 
the os calcis; the bad boy is the as- 
tragulus, immediately above the heel 
bone, which constantly tends, uncon- 
trolled, to incline toward the weaker 
side; and the good boy, the cuboid, im- 
mediately in front of the os calcis, in- 
dispensable to the heel bone because of 
the connecting bond between them— 
the structure of the articulation itself. 

There are 19 other members of the 
class which may now be taken as a 
group. They have to take up the tasks 
of the class work after the teacher 
transmits these tasks to them. The 
value of the group work depends very 
largely on the extent to which these 
invaluable, these requisite, 19 members 
are free and unhampered to carry out 
their tasks. Obviously, these are the 
five metatarsal bones and the fourteen 
phalanges of the toes. 

There are four other members, which 
we may designate as in-between bones, 
in that they do pretty much what they 
are told to do, indispensable, however, 
as integral parts and essential. These 
are the scaphoid and the three cunei- 
form bones of the tarsus. Thus, you 





see that the teacher, or heel bone, is 
the dominating factor in this whole 
group, and that its expression is in- 
fluenced in one of two ways—by the 
behavior of the good boy, or cuboid, or 
else by the bad boy, the astragulus. 
Indeed, the transmission of force to 
and through the heel bone during for- 
ward walking cannot be effected in 
any other way whatever; nor can it be 
influenced by the lines of force through 
both the cuboid and astragulus in any 
one forward step. For example, a 
person cannot be both good and bad, 
strong and weak, forward moving and 
retrogressive, at the same time. 

And now that you have the complete 
picture of the little group in the coun- 
try school, we may return together for 
a brief consideration of the third, and 
last, topic to be discussed this evening. 

We are all familiar with the so- 
called weight-bearing triangle of the 
foot, which we will see is only a weight- 
bearing triangle when the foot is pro- 
nated and more or less on one plane; 
never when the foot is in equipoise or 
balance. And all of us are also fa- 
miliar with the usual methods of meas- 
uring the foot by breadth and length, 
whether this latter be from heel to ball, 
er from heel to toes, in order to arrive 
at the size, and accordingly to obtain 
a “fitting.” Although it is generally 
accepted that a fitting can be attained 
by means of measurements of the foot 
in two dimensions or diameters, it is 
my belief that this is only another mis- 
adventure to which industrial shoe- 
making continues to subscribe. Such 
measurements will suffice for horse- 
shoes, but in order accurately to mensu- 
rate the dynamic human foot, the third 
factor of depth must inevitably enter. 


FOOT-SHOE DEPTH 


Thus, the great toe joint, instead of 
being accepted as on the same plane 
with the heel and outer ball in full 
weight-bearing, becomes a high point 
of the weight-bearing triangle of the 
foot. And, of most importance, the 
line of the triangle corresponding with 
the outer base tread actually rotates 
on its axis to compensate for the ele- 
vation of the inner ball. Indeed, the 
control of this line of force through 
the “cuboid stream” has been one of 
my principal interests, contributory to 
the new art in shoe construction and 
design. To interpret this rotation axis 
of the outer side of the weight-bearing 
triangle is to bring applied science to 
modern footwear, as this is expressed 
in the dynamics of the foot-shoe mech- 
anism. 

The outer base tread thus takes on 
a new importance, one which will be 
a definite integer in the shoe of tomor- 
row. And, although I am reluctant to 
venture an ex cathedra forecast at this 

[TURN TO PAGE 46, PLEASE] 
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WHAT A 


HIGH PROTEIN 
CONTENT OF 


SOLE LEATHER 
MEANS TO 
YOU 


It is wise to regard a shoe as being no better than its sole leather. 
Such a complex fabrication as a shoe must depend for service- 
ability on the integrity of its foundation. Sole leather can be 
and is of doubtful value, where the protein (original hide sub- 
stance) is lacking. Protein is what the tanning liquor works on. 
If hide substance is light or weak when tanning starts obviously 
quality is questionable at the finish. The result is leather, loose 
in fibre, not water resisting, often the cause of shoemaking 
difficulties and which limits the shoe’s wear. 


KISTLER"BENCH BRAND’ SOLE LEATHER 


is seen cut three ways in the above picture. Note the mass of 
protein (original hide substance). This is completely turned by 
tanning into bottom stock, notably firm, flexible, moisture re- 
sisting, free of shoemaking trouble and durable. When one bids 
for business on a sound feature—such an essential feature as 
“BENCH BRAND” sole leather—returns may be expected to 
add enthusiasm to the effort. Inquire of your shoe manufactur- 
ers about “BENCH BRAND” outsoles. Dress, street, sport and 
heavy-duty shoes are being made with them. 


LSiMCr « 


LEATHER COMPANY 


FOUNDED - 1840 


‘BOSTON:-MASS: 







































‘his chart represents a side 
of leather The part used for 
KISTLER ‘“‘BENCH BRAND” 
SOLES is about 13% of the 
whole side. 
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Sign Posts to Progress 


[CONTINUED FROM PAGE 19] 


shoe section, day in and day out, than 
from any other section in the store. The 
showing of prices did not slow up the 
sales. 

This store works on the theory that 
it is hard work to build up a business 
on a good line of shoes. That takes 
years of patient work, so stores that 
had built up this good shoe business 
figured that they had best keep to the 
better grades. Some sales were lost 
during the past few years, but now 
the trend is back toward quality. 

In the past few years, Springfield 
merchants have learned many hard les- 
sons, lessons which will tend to make 
the future going much easier. Frank 
Siebert, for example, declared that the 
only thing which saved his store was 
its reputation, plus the kinds of shoes 
which were sold. “The depression 
taught me that we did carry too big 
a stock,” he said. Now it is a smaller 
stock, a more active and flexible one, 
which in turn is a much more profitable 
one. 

Across the street A. W. Leurs, not 


knowing what had been said by his 
friend Siebert, volunteered the infor- 
mation that he had cut out all side 
lines and that he was doing as much 
business on a $16,000 stock as on a 
former $60,000 inventory. He has 
been most drastic in cutting out lines, 
but as his business is going along fine, 
he feels he must be right. On the 
men’s side, nothing is carried between 
$6.50 and $9.00. Four lines suffice the 
women. 

At the Morrisey-Argus Co. store they 
are finding shoes retailing at $8.50 
their easiest sellers in a price field 
which goes from $6.00 to $12.50. In 
this store Mr. Argus gave me a cork- 
ing good description of what he be- 
lieves the word Service implies. “Ser- 
vice,” said he, “is a personal interest 
in the wants and needs of a customer. 
It starts in the selection of the shoes 
by the buyer. It never ends, as it is 
a continuous performance. Retail shoe 
men have a real duty to their trade in 
supplying the right type of shoe for 
the right foot and for the right pur- 
pose.” 





Green Shoe Sales Increase 


BosToN—With a rousing send off, the 
Green Shoe Manufacturing Company 
started their salesmen for their terri- 
tories with the new Spring line of Mo- 
Debs, Stride-Rites and Junior Arch 
Preservers. A good fellowship dinner 
at the Hotel Lennox terminated a week 
long factory conference at which the 
new Spring patterns were developed 
and perfected. 

Sam Slosberg, sales head of the com- 
pany, commenting on the outstanding 
points of the line, laid emphasis on the 
improved mark-up possibilities despite 
unaltered quality specifications and re- 
tail price range, and also the complete- 
ness with which the line answers the 
retailer’s entire needs in the quality 
range of juvenile footwear. 

The growing importance of high 
quality footwear for children, in both 
corrective and regular types, is being 
evidenced by the marked improvement 
in demand, a forty per cent increase in 
Fall stock orders being announced by 
Charlie Slosberg, factory and in-stock 
genius of the organization, who has 
joined Tom Lalonde for a turn around 
the Middle West to get a first hand 
picture of customers’ service require- 
ments and reactions to the new Spring 
patterns. 





Department Doubled in Size 


Los ANGELES, CALIF.—Due to an in- 
crease in gross sales of 45 per cent 
over last year the women’s shoe de- 
partment in the Columbia, large de- 
partment store at Ninth Street and 
Broadway, had doubled its area. The 
number of chairs has been doubled, 
new type display cases put in place 


and other artistic fixtures added. The 
display cases have been so placed as to 
give the department much more seclu- 
sion that it formerly enjoyed. Ben B. 
Willens, buyer, finds the demand for 
better merchandise very evident. 





AN UNFORTUNATE ERROR 


An unfortunate typographical mis- 
take occurred in the advertisement of 
the National Boot and Shoe Manufac- 
turers Association, relating to the 
Fourth Annual National Shoe Display 
at St. Louis, January 7th to 10th, 1935, 
which appeared on pages 24-25 of the 
November |0th issue of BOOT AND 
SHOE RECORDER. 


The second paragraph of the ad- 
vertisement, as published in the 
RECORDER, erroneously stated that 
the thirtieth annual convention of the 
National Boot and Shoe Manufacturers 
Association will be held in 2812 Chrys- 
ler Building. This paragraph should 
have read as follows: 

“All shoe manufacturers and retailers 
are also invited to attend the thirtieth 
annual convention of the National Boot 
and Shoe Manufacturers Association, 
which will be held in St. Louis during 
the National Shoe Display." 

BOOT AND SHOE RECORDER 
deeply regrets the fact that this error 
occurred in its printing department and 
directs the attention of its readers to 
the advertisement in question, which is 
correctly republished on pages 34B and 
34C of this issue. 
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Modern Details 
for Christmas Windows 
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covered with bright red paper. The 
candles are wired up so as to have elec- 
tric lights at the center of the circular 
halos of silver cardboard back of the 
lights, with concentric circles painted 
on in black and letters spelling XMAS, 
cut from gold cardboard. Small ar- 
tificial Christmas trees, easily procur- 
able at holiday time, are placed at the 
top of the upper blocks and the steps 
are arranged for the showing of shoes. 
Comparatively easy to make and very 
effective. 

Shown in Figure 3 is a Christmas 
diorama of the type popularized at the 
World’s Fair, and which have proved 
to be among the most effective of all 
displays. Being pictures in three di- 
mensions, they should be placed on a 
perfectly plain wall, so that there are 
no other decorations to distract atten- 
tion. Here is a simple treatment with 
false background of wallboard, opening 
in the center and back of this a scene 
of Three Wise Men Approaching Beth- 
lehem. The background of the diorama 
is dark blue with large white star and 
rays of light directed down a distant 
view of the city. This is ¢ut out and 
placed about three inches from the 
back. In front of this are cutout sand 
dunes and on one of these the cutout 
figures of the Wise Men on camels. 

This is really a stage setting in vari- 
ous planes to simulate the more com- 
plicated dioramas. The cutout words 
“Merry Christmas” are mounted above 
the picture. The corners are decorated 
with cutout wallboard semi-circles of 
red, with small shelves between. Shoes 
can be shown on these shelves and shoes 
and other Christmas merchandise on 
low fixtures and on the floor of the 
window in front of the background. 

The figure of Santa Claus in Figure 
4 is cut out of wallboard, painted red 
and white. The Christmas trees are 
cut out of wallboard, painted green and 
mounted above circular shelves that 
form figures on which to show shoes. 

Figure 5 is a modernized Christmas 
setting with false background of wall- 
board about 12 inches from regular 
background, which permits opening in 
center with shelves for the showing of 
shoes. The Christmas tree design is 
cut out of wallboard, with one-half of 
it on the side wall at the left and the 
other half on the false background. The 
tree is painted green. The candles at 
the right on the false back are cut from 
wallboard and painted red with round 
halo in silver. The surface back of 
the shelves is green and the pie-crust 
border on the shelves is red. 





East LIVERPOOL, OHI0.—Ben Wilkof, 
formerly associated with the shoe de- 
partment of the Canton Dry Goods Co., 
Canton, Ohio, has been appointed buy- 
er and manager of the shoe department 
at Erlanger’s Department Store here. 
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AGED ...... LIKE FINE 
TOBACCOS and RARE LIQUORS! 


The genius of modern science and of human 
artistry, plus an ideal faithfully adhered to, makes 
NEUMANN leathers the prize entries among shoe 
upper materials each season. Every skin of NEUMANN 
bark or vegetable tanned leather is air-conditioned — 
ripened—in the crust for months before being hand-finished. 
This ageing gives the rich mellowness characteristic of 
fine leather and a suppleness which is unaffected by 

temperature or climate. 


R. NEUMANN & CO., INC. 


Established 1863 


HOBOKEN + NEW JERSEY 


Genuine Seal, Buffalo, Ostrich, Goat 
and Calf in Natural, Shrunken and 
Embossed Grains 


When writing advertisers please mention Boot and Shoe Recorder 
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Fair Made Millions Shoe-Minded 





A corner of the exhibit of the Brown Shoe Co., of St. Louis, at the recent 
Century of Progress Exposition in Chicago. 


CuHIcAGOo—Chicago’s Century of Prog- 
ress has passed into history. Among 
the pleasant memories of this vast 
exposition that will linger with the mil- 
lions who passed through the turnstiles, 
will be one not so pleasant—a memory 
of a pair of feet taxed to the limit of 
endurance. 

In ordinary daily activities few peo- 
ple are called upon to use the feet to 
the extent that a consciousness of their 
existence encroaches on every other 
mental impression. But it is safe to 
say that after a few hours at the Fair, 
most visitors were reminded by every 
step that they had a pair of feet, and 
that these feet were hardly equal to the 
task demanded of them. 

Recognizing that the exposition 
crowds were sure to be foot-conscious 
crowds, the Brown Shoe Company of St. 
Louis planned to take advantage of the 
opportunity. A large space was taken 
at the southern end of the General Ex- 
hibits Building, at a point where the 
several lanes running north and south 
converged into a single broad aisle. 
Thus anyone who passed through the 
building could hardly miss the exhibit. 
The word “shoes” seemed to act as a 
magnet to these foot-weary sight-seers. 
They stood in line and waited for the 
opportunity to learn something about 
their feet. 

But that is getting ahead of the 
story. In planning the booth, the Brown 
Shoe Company decided to give Fair 
visitors a service that would be bene- 
ficial as well as interesting. Conse- 
quently it was decided to install as a 
main feature of the display two X-ray 
machines, so that the visitors might 
see the condition of their feet and the 
fit of their shoes. These X-ray ma- 
chines were operated by graduate 
orthopedists, who explained what they 
found under the X-ray, and gave such 
advice as it was possible to give from 
that type of examination. 

Practically at all hours of the day 
lines formed awaiting a turn to get on 
one of the machines. Before the visitor 
stepped on the machine, one of the 
several young ladies constantly in at- 





tendance took the name and address, 
transcribed them on duplicate cards 
and handed them to the operator of 
the machine. 

Any information disclosed -by the 
X-ray examination was recorded on the 
card and one copy handed to the vis- 
itor, who took it along as a record and 
a souvenir of the Fair. Most visitors 
after stepping off the machines lingered 
in the booth to look at the display of 
shoes or to discuss their foot troubles 
with other graduate orthopedists, sev- 
eral of whom were in attendance for 
this purpose. 

Those in line, waiting for their 
chance to step on the machines, were 
entertained by a moving display which 
formed the background of the booth. 
This display showed a grouping of the 
Brown Shoe factories, into which went 
a constant stream of animals represent- 
ing the various leathers used, and also 
all other material used in shoe manu- 
facturing, while out of the factories 
came every kind and type of shoe worn 
in America. 

Over 125,000 people had their feet 
examined on the machines. The facts 
disclosed by these examinations are be- 
ing carefully analyzed and are expected 
to lead to some further improvements 
in the construction of healthful foot- 
wear. 

More significant, however, than any 
structural faults in the common foot- 
wear manufactured and worn is the 
surprising story of misfitting shoes. A 
very high percentage of the visitors 
were found to be wearing shoes entirely 
too short for comfort. Many wore shoes 
both too short and too narrow—feet 
crowded into a space entirely inade- 
quate. 

Too frequently the X-ray revealed 
twisted toes, depressed metatarsals, 
corns and bunions, most of which are 
the result of ill-fitting shoes. America’s 
feet are really in bad condition. More 
knowledge of the feet on the part of 
many shoe fitters is clearly indicated in 
the record of the examinations. 
Duplicate record cards of each vis- 
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itor’s examination were kept and for- 
warded to the Brown Shoe retailer in 
the visitor’s home town. The Brown 
Shoe retailers welcomed this coopera- 
tion. It has created for them thousands 
of new contacts and customers. The 
retailers report definite evidence that 
Fair visitors who had their feet exam- 
ined are great word-of-mouth adver- 
tisers for their store and for Brownbilt 
and Buster Brown shoes. 

Of course Buster Brown was a part 
of the Brown Shoe Company exhibit. 
He was represented by the Buster 
Brown Marionette Show, to the north 
of the general exhibit. At regular in- 
tervals during the day the Buster 
Brown Marionettes, in which Buster, 
Mary Jane and Tige, single handed, cap- 
tured a great criminal, delighted crowds 
of children and grown-ups, who blocked 
the aisle and temporarily stopped traf- 
fic. Under the direction of Meyer Levin, 
the Buster Brown Marionette Show 
became the most talked of feature of 
its kind at the Fair. 

The Brown Shoe Company reports 
that it is very well satisfied with the 
results secured from its representation 
at the Fair, both for itself and its re- 
tail customers. 


54 Years in Shoes 


PROVIDENCE, R. I.—Frank E. Ballou, 
founder of F. E. Ballou & Co., and one 
of the foremost shoe retailers of the 
country, celebrated his 76th birthday 
Oct. 17. Mr. Ballou enjoys fine health, 
is at his office daily and remains as 
active as ever in civic and political af- 
fairs. This is Mr. Ballou’s 54th year 
in the shoe retailing business in which 
he still has plenty of confidence and 
optimism. 


Novel Foot Mirror 








Here's a new foot mirror designed 
and used as a premium by the Wizard 
Company of St. Louis. Its frame is of 
chromium plated tubular steel and it 


is very attractive in appearance. 
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Gimbels 


OF 





Ir was been the boast of the famous 
Gimbel Stores that they’re honest 
in their advertising. It is the boast 
of the W. L. Douglas Shoe Com- 
pany that they’re honest in their 
manufacturing. 

Now ... these two concerns have 
gotten together! Gimbels of Pitts- 
burgh asked for, and have been 
granted, the Douglas Franchise. 
Here is a product they can adver- 
tise .. . and the truth about it won’t 
hurt. For there is nothing in 
Douglas Shoes that any one need 
hide! They’re made on the ALL- 


DOUG 
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LEATHER standard, which includes 
leather counters. 

With the Douglas Franchise, you 
can offer your customers shoes with 
the wear, comfort, and lasting ap- 
pearance that leather-substitutes 
won't give! You have national ad- 
vertising in The Saturday Evening 
Post and in more than 100 leading 
metropolitan newspapers ... you 
have correct authentic styles . . . 
you sell with a generous mark-up 
+ + + your price-range is suited 
to today’s conditions . . . you’re 
assured speedy delivery on a 
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CAN AFFORD TO TELL 
THE TRUTH ABOUT 
DOUGLAS SHOES 


complete range of “in stock” styles. 
In short — youw’re sitting pretty! 

We'd like to sit down and tell 
you about the New Douglas Deal 
— things that made Gimbels of 
Pittsburgh realize they needed 
Douglas Shoes. Just say the word 
... mail the coupon today. 





W. L. DOUGLAS RETAIL PRICES 
FOR FALL, 1934 


MEN’S SHOES............- $3.50, $4.50, $5.50 
LADY DOUGLAS SHOES.......... $3.50, $4.85 
MEN’S NORMAL.-TREDS............ Start at $7 
LADY DOUGLAS NORMAL.-TREDS........ $6.50 


(with patented, scientific, corrective features) 


LAS SHOES 


AMERICA’S FAMOUS SHOE-VALUE 















The famous price-stamp on 
the soles of W. L. Douglas 
Shoes is a strong selling- 
point. It guarantees hon- 
est value to your customers 
- « « and guarantees your 
full margin of profit. City 


Name 


W. L. DOUGLAS SHOE CO., Brockton, Mass. 
Gentlemen: ([] Please have your representative call and tell me about 
the new Douglas Line and Policy. 
C0 Please send me a catalog of the New Douglas Styles for 
Fall and Winter, 1934-35. 


Street 





State 
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Look for this stamp 

on all shoes made 

on “Down To The 
Wood” lasts. 
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AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[8] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 
this feature. The last is grooved so that the insole saddle 
fits perfectly into the recessed section of the last. 





[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 
practical value in the shoe. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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PAACENT TO FASTELS 


The suit of softest pastel woolen is coming in with a rush for spring,—it’s the youngest, 
gayest fashion in years. They'll want new shoes to wear with these suits, they'll choose 
the new light brown that looks well with all light and bright colors— 


MARRONA 
Vode No. 98 


They'll wear it in all-over shoes, cut out and trimmed with white or pale beige, 
they'll wear it combined with the new neutral shade,— 


DEERTAUPE 
Vode No. 223 


cs 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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Copy Helps and Headlines 


[CONTINUED FROM PAGE 32] 


“NOTHING COULD HAVE 

PLEASED ME MORE” 

A man doesn’t care for a lot of “do- 
dads.” Give him shoes or house slip- 
pers—practical gifts, and you'll be 
mighty sure of pleasing him. 

P.S.: This suggestion was written by 
a man. ; 

*” * * 

MR. BUSINESS MAN— 
(STORE NAME) HOSIERY 
MAKES A SPLENDID GIFT 

For secretary, stenographer or other 
woman employees you can choose (store 
name) hosiery with the assurance that 
it will be most acceptable. And you'll 
find shopping here a pleasant experi- 


ence, 
* * * 


FROM YOU TO YOURSELF 

You can be mighty sure you’re going 
to appreciate the donor’s good judg- 
ment if you give yourself a pair of 
(store name) shoes for Christmas. 
They’re good shoes that will stand 
Winter weather, yet they look good 
and feel comfortable. 

* * * 
SHE WILL WELCOME A SMART 
NEW BAG 

A bag from (store name) is quite 
certain to be much liked, because they 
are all selected to harmonize with the 
season’s shoe styles, as well as the gar- 
ment fashions. Attractive, useful, in- 
expensive. 

* ok * 
GALOSHES—A STYLISH, 
PRACTICAL GIFT 

Certainly no more thoughtful gift 
could be chosen than health-protecting 
galoshes. They’re here in the newest 
styles and colors. They pass the 1934 
gift test—attractive, useful, inexpen- 


sive. 
ob * om 


OVERSHOES FOR CHILDREN— 
A SPLENDID GIFT 


Candy and toys play an important 
part in a child’s christmas, of course, 
but thoughtful parents also give them 
practical gifts of needed things. The 
warm protection and every-day useful- 
ness of overshoes makes them very de- 
sirable as gifts. 

* * &* 

THE CHILDREN WOULD LOVE 

SLIPPERS 

Can’t you see their eyes shine when 
they open gift packages on Christmas 
morn and find pretty house slippers? 
Just the thing for the many Winter 
days indoors. 

* * * 

THESE ATTRACTIVE COMFORT 
SLIPPERS WILL SOLVE MANY 
GIFT PROBLEMS 
Even a limited expenditure can find 
a happy solution to the gift problem 
in this store’s splendid slipper assort- 

ments. 


Slippers for women, $.... to$..... 





Slippers for children, $.... to$..... 

Slippers for men, $.... to $..... 

And, best of all, is the certainty that 
your gift will be welcomed—and used. 


* * * 


USEFUL AD PHRASES 
For Headlines, Showcards or Your 


Christmas Window 


May we help you choose Her gift? 

Lasting gifts—appropriate and inex- 
pensive. 

Gifts of long enduring worth. 

Silk hosiery—quite the gift for a 
man to give a woman. 

The thoughtful giver provides slip- 
pers. 

Gifts that cannot fail of welcome. 

No woman ever had too many silk 
stockings. 

Gift suggestions that combine smart- 
ness with savings. 

Slippers—the gift to be admired and 
enjoyed all year. 

Now for Christmas Shoes—Stockings 
—Slippers. 

Gifts for the man who loves to be 
outdoors. 

FIRST among Christmas gifts come 
SLIPPERS. 

These are gifts any man will wel- 
come. 

Gifts to please the outdoor woman. 

Gifts for every masculine mood, 
taste and hobby. 

These speak for themselves as gifts. 

Do your Christmas Saving here. 

Christmas Hosiery—gifts of sheer 
beauty. 

Gifts for thoughtful 
happy receiving. 

A gift that men appreciate—SLIP- 
PERS. 

Slippers, Hose—the practical gifts 
for every man. 

Leisure slippers—a gift to delight 
any feminine heart. 

Why rack your brains? 
man slippers. 

Give Slippers—pretty, practical and 
lasting. 

All sorts of slippers for all sorts of 
men. 

Stocking wardrobes—a wise way tc 
say Merry Xmas. 

Slippers—the gift that combines 
sentiment and service. 

Sure-of-a-welcome gifts at sensible 
prices. 

. .. And they all want gift slippers. 

For the children’s Christmas stock- 


giving, and 


Just buy a 


ing. 

Come to (store name) for sensible 
gifts. 

Many on your list will welcome 


these practical presents. 

Ladies, Look! Just what he wants. 

Gifts to spread good cheer and good- 
will. 

Does he like his home comfort? Give 
him slippers. 

For the feet of the head of the fam- 
ily. 





BOOT AND SHOE RECORDER, November 17, 1934 


Gift suggestions for your male-ing 
list. 

Six suggestions for a man’s Christ- 
mas. 

Practical 
merry. 

She'll love Hosiery for Christmas. 

Gifts with a Useful Future. 

Everybody expects Slippers from 
Somebody. 

Gifts—priced with pleasant modera- 
tion. 

Buckles — Buckles — who’s giving 
Buckles? 

Useful Gifts for Boys and Girls. 

Gifts to Delight Dancing Feet. 

Slippers—to warm the heart as well 
as the feet of the lucky man. 

Give the Gift of Slippered Ease. 

Socks are easy to mail to males. 

He deserves a New Pair of Slippers. 

Hip-length Rubber Boots for Boys 
and Girls. 

We have ’em—Chic Slippers, Big 
Slippers, Wee Slippers. 

SHE would like one of these for 
Christmas. 

Here are six lovely ways to please 
a lady. 

She’ll welcome your gift of stockings. 


gifts make Christmas 





The Foot-Shoe Mechanism 
[CONTINUED FROM PAGE 38] 


time, it is my belief that when the 
physics and physiology of the outer 
base tread are better understood and 
this knowledge applied to the designing 
and construction of footwear, much that 
is in the present art will tend toward 
the archaic, the obsolete. 


CONCLUSION 


And so we have envisioned together 
a rapidly passing word-picture of the 
dynamics of footwear, especially as this 
relates here to shoe design. I have 
made an earnest attempt to indicate 
the need for a closer linkage of medical 
science and shoe art, which have for 
so long a time proceeded along parallel 
lines as relating to new and useful im- 
provements in the art, although these 
lines have often been widely separated. 


Patent Pump Strong Seller 


Los ANGELES, CALIF.—An all-over, 
very trim patent pump is going over 
in a big way at the Columbia, large 
Los Angeles department store at Ninth 
and Broadway, according to Ben B. 
Willens, buyer. 

This number is built on a long last 
and has a square throat. This type 
of throat appeals to the women because 
it does not cut or hurt the top of the 
foot, Mr. Willens says. The shoe has 
a high graceful, all-over patent heel, 
and scarely a sign of ornament from 
one end to the other. It retails at 
$10.50. 

The same number is also popular in 
both kid and suede. There is some de- 
mand for brown as well as black. 
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Gtofit- balding SHOE STORE EQUIPMENT 


The Grand Rapids line of shoe store equipment is 
designed and built to sell more merchandise profitably. 


No equipment, no matter how attractive in appearance, is worth what you 
pay for it, unless it produces profits. And profits result from sales, not from 


goods that stay on your shelves. . . . Bringing your store up to date and 
keeping it so is “profit insurance,” just as necessary to your business as is 
your insurance against fire or other hazards. . . . The shoe store that is ; 
planned and equipped to attract trade, to display merchandise in such a he one 
way as to make more sales, that is arranged for customer and clerk con- Wm. Tae & 
venience, has a tremendous advantage in today’s competition for the Son Co. 
consumer's dollars. .... Why gamble? Why not seek the best counsel Cleveland. 
available in the seation of your store layout and equipment? These are o— , 
far too important to your success to go into haphazardly. .. . This api 


organization has been meeting and solving retail shoe dealer’s problems 








y GRAND RAPIDS STORE 
* EQUIPMENT COMPANY 


Main Offices and Factories: 
Grand Rapids, Michigan 


* 








Branch Offices and Representatives in Principal Cities 





for a third of a century. Its facilities are quickly and easily available to 
you. . . . Whether your store be large or small, your requirements for a 
single show case or a complete new installation of equipment, we are 
just as anxious to be of service. ... You place yourself under no 
obligation in asking for further information on our store planning service 
and profit-building equipment. The coupon is for your convenience. 











MAIL THIS COUPON TODAY 








B-i2 


Grand Rapids Store Equipment Co. 
Grand Rapids, Michigan 


Please send us further information on your 
Store Planning Service and Equipment. 








Name. _____ Address 











City. State. 
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7-eyelet oxford. 





Shoes of this design require (>. 4 





eyelets . . . They may be the 
“INVISIBLE” or the modern 
roll setting “INVINCIBLE” 
(visible) type. In either case 






they are smooth fitting and 









there is no roughness on the 






inside of the shoe. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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What's Doing In the Shoe World 





SATURDAY, NOVEMBER 17, 1934 





Sees Increased Shoe Sales in 1935 


CINCINNATI, OHIO — A. B. Cohen, 
vice-president and general manager of 
the United States Shoe Corporation, 
says that the shoe business has been 
one of the very few industries that has 
not felt the terrific pinch of the depres- 
sion. 

“Good shoes,’ says Mr. Cohen, “well 
made and nationally advertised, have 
been in increasing demand by the con- 
suming public, providing, of course, 
that they were so priced as to fit the 
pocketbook of the woman who ex- 
pected a fine shoe at a fair price. Un- 
questionably the Spring season of 1935 
will show a gradual increase in the 
dollar volume throughout the entire 
nation. The Government has expended 
enormous sums in smaller communities 
which must certainly be felt in added 
sales in the near future. The larger 
towns will derive a similar benefit at 
the same time.” 

On November 15th, the U. S. Shoe 
Corporation will open their new plant 
which has been moved from Spring 
Grove Avenue to Herald Avenue, Cin- 
cinnati, and which will be the largest 
shoe manufacturing plant of its kind 
in America. It will be located entirely 
on one floor—the ground floor—and will 
occupy 167,000 sq. ft. of space. It will 


not only be the largest of its kind, but 
will also be one of the finest shoe fac- 
tories in the world, with its 100 per 
cent modern equipment. The factory 
is located on four acres of ground and 
will be beautifully landscaped. It will 
also be one of the best lighted factories 
in the world, being entirely lighted by 
daylight from its hundreds of win- 
dows. At least 1500 people will be em- 
ployed and almost 6000 pairs of Red 
Cross shoes will be manufactured per 
day. 

The board of directors of the cor- 
poration are: J. J. Smith, chairman of 
the board; Joseph S. Stern, president; 
A. B. Cohen, vice-president and gen- 
eral manager; Alvin Salinger, secre- 
tary and treasurer; A. T. Woodward, 
assistant secretary and treasurer; E. 
M. Daniels, sales manager, and J. J. 
Smith, Jr. 

As fast as shoe workers can be 
trained the United States Shoe Cor- 
poration will add to the number of 
their employees after they move to 
their new location, which is one of the 
highest and most attractive suburbs in 
Cincinnati. It is near Victory Park- 
way, the most beautiful boulevard in 
Cincinnati. 





DATES TO REMEMBER 


National Shoe Retailers Association An- 
nual Convention, Hotel Commodore, 
New York City........ Jan. 6, 7, 8, 9, 1935 


National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 


Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

Jan. 13, 14, 15, 1935 


Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Ranlds <.iiccccccicess Jan. 20, 21, 22, 1935 


Middle Atlantic Shoe Retailers Associa- 
tion (Atlantic City). ..Jan. 21, 22, 23, 1935 


Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis...... Feb. 10, 11, 12, 1935 


Texas and Oklahoma Shoe Retailers Asso- 
ciation. Convention, Fort Worth, 
Feb. 4, 5, 6, 7, 1935 





Employees Greet George J. 
Marott on Golden Anniversary 


INDIANAPOLIS, IND.—Marott’s Em- 
ployees Mutual Benefit Association 
gathered in the assembly room in the 
Hoosier Athletic Club Friday night to 
pay tribute to George J. Marott, on his 
golden anniversary. 

The room was decorated in Autumn 
colors and gold. The speakers’ stand 
was draped in gold with a black back- 
ground, over which hung a portrait six 
by four feet, of the founder of the es- 
tablishment, George J. Marott. 

Arthur G. Brown, sales manager, as- 
sociated with the store for forty years, 
related many instances of the early 
days and the changes that have come 
about. Mr. Marott, in a brief address, 
told some of the obstacles he encoun- 
tered on the way to success and praised 
many of the old employees for their 
loyalty and cooperation. Frank T. 
North, advertising manager of the com- 
pany, presented Mr. Marott, with a 


pledge from the employees in which 
they pledged themselves to make No- 
vember the greatest month in all the 
history of the store. 

George I. Thompson, controller, pre- 
sented Mr. Marott with a poem writ- 
ten by William Herschell, of the In- 
dianapolis News: 





GEORGE J. MAROTT 


Life may bring us many treasures, 
In its ever-changing trends, 

Yet, somehow, no heart-joy measures 
Deeper throb than loyal friends! 


So, today, with fullest glory, 
We have laid a happy plot 

Just to tell the world our story— 
Perfect Friend—George J. Marott. 


Mr. Marott was moved by the loyalty 
of his employees and responded with 
words of appreciation. Dancing and 
entertainment followed the meeting. 





Walter Roose With Winthrop 


St. Louis—Walter Roose, sales man- 
ager of the Winthrop Shoe Co., St. 
Louis, is covering the northeast section 
of the United States with this new line 
of men’s dress shoes. 
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HANNAHSON’S— 


The Evening Sandal Season 
Is Here Now 


We have a large floor stock of the 
season’s most wanted patterns in 
a great variety. Send your mail 
orders—they will be filled promptly. 
Also send for new bulletin of eve- 
ning sandals including gold and 
silver kid. 


Buy your sandals from 
Sandal Headquarters 





X1446 Black Faille, Silver Kid Stripping.$2.35 
X1448 White Faille, Silver Kid Stripping. 2.35 
X%4046 Black Faille, Satin Stripping..... 2.00 
X4048 White Faille, Satin Stripping... .. 2. 
42 Last, Medium Toc, 1944/8 Louis Heel 





X%4047 Black Faille, Satin Stripping... .$2.00 
X4049 White Faille, Satin Stripping.... 2.00 
47 Last, Medium Toe, 16/8 Jr. Louis Heel 





X10 Genuine Silver Kid.............. $3.35 

X%4127 Black Faille, Satin Stripping.... 2.00 

a re 2. 
24 Last, Full Round Toe, 10/8 Block Heel 





X1100 Genuine Silver Kid.............. $3.35 
X1104 Black Faille, Silver Kid Loop 


SD) aioe kbens Mines ndeeeane +. 2.10 
X1106 white Faille, Silver Kid Loop 

DT Gee 66e00ss sas eteecsees stad 2.10 
X4126 Black PPailic, Satin Stripping..... 2.00 
X4128 White Faille ..............0.008 
X4130 Black Velvet, Satin Stripping.... 2.00 


42 Last, Medium Toe, 19%/8 Louis Heel 





X1040 Black Faille, Silver Kid Stripping.$2.35 

X1042 White Faille, Silver Kid Stripping. 2.35 

X1052 Black Kid, Patent Stripping...... 2.3 

X4162 White Faille, Satin Stripping.... 2.00 

X%4164 Black Faille, Satin Stripping.... 2.00 
72 Lest, Narrow Toe, 20/8 Louis Heel 





X1053 Black Kid, Patent Stripping...... $2.35 
339 Last, Medium Narrow Toe, 15/8 Cuban Heel 


All above styles carried AA to C widths. 
Our white fabrics are specially treated for 
dyeing. 


Terms 2% 10 days, Net 30 F.0.B. Factory 

Our complete line on display at New York, 
Hotel Astor, Shoe Show December 2nd to’ Sth, 
Rooms 444 and 446. 


HANNAHSON’S SHOE CO. 
Haverhill Massachusetts 
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On the selling end 


News of the Travelers and Sales Activities 





This photograph was taken during the successful convention of Enna Jettick salesmen, 

held Oct. 29-31 at Auburn, N. Y. Left to right, top row: Hersome, Gilles, Art Beeson, 

Paden, Gorman, Ted Emerson, Boozer; second row: Lawrence Jones, Schroeder, Flynn, 

Forgette, Bob Jones; third row: Niemann, Weld, Berry, Marvin Wheeler, Cushing; fourth 

row: Leighton, Puller, Clark; fifth row: Dunn, Parsons, Foukal; front row: Olmstead; Husk, 

Drew, Prosser; Hartman, Flautt, Arnold, Joe Wheeler. Headquarters for the convention 
were at the Osborne Hotel. 





Woodbine Covers Key Cities 


LYNN, MAss.—Sport welts and san- 
dal patterns will attain even greater 
heights of popularity the coming 
Spring, according to Chester Wood- 
bine, special sales representative for 
Colella & Leighton Shoe Co. of Lynn, 
who is regarded in the trade as one 
of the best style-minded road men in 
the industry. 

“Chet” was a visitor recently to the 
Lynn factory of his firm, where he re- 
viewed the Spring samples, and feels 
that the Colella new Spring lines, with 
the widest range of styles this well- 
known manufacturer has ever created, 
will find many new outlets the com- 
ing season. Mr. Woodbine was for 
years associated with Thomas D. Mac- 
key of Brooklyn, and his present ter- 
ritory consists principally of key ac- 
counts in the more important cities of 
the Eastern section of the country. 





H. L. Kelly to Cover Southwest 


St. Louris—H. L. Kelly, formerly 
with the International Shoe Co., and 
recently with Craddock Terry, is now 
associated with the Winthrop Shoe Co., 
St. Louis. Mr. Kelly will cover the 
southwest with this line. 


Charles A. Vose With Packard 


Cuicaco—Charles A. Vose, who is 
well known to hundreds of merchants 
throughout the South due to his long 
former connection with the Florsheim 
Shoe Co., is now showing the M. A. 
Packard line of men’s $5 and $6 shoes 
in the territory of Illinois, Indiana, 
Chicago, Milwaukee and St. Louis. Mr. 
Vose says: “All along the line today 
the merchants are grading up, at least 
one grade higher than for the past 
three years. There’s no question but 
that business is steadily on the pick- 
up.” 


Muller Adds Four States 


RocHESTER, N. Y. — Jack Galway, 
sales manager of C. P. Ford & Co., 
announces that Frank Muller will now 
travel in Michigan, Ohio, Kentucky 
and West Virginia in addition to his 
former territory. Burt Smith will also 
cover Virginia, North and South Caro- 
lina and Georgia in addition to his 
regular territory. Bill Galway has 
been appointed manager of the New 
York office and will cover Pennsylvania, 
New York and New Jersey. C. P. 
Ford & Company are enjoying an ex- 
cellent business and production is 
constantly on the increase. 
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Meets Every Requirement 
FOR MEN’S SHOES! 


Men whose tastes dictate that they be a little different seem to sense the extra- 
ordinary qualities of this superlative leather. Tanned with an experience of more 
than a century, from choicest Brazil and other South American skins, King Kid 
Matured Goatskin has a natural grain, and due to the springy intertwined construc- 
tion of the fibres found only in a true goatskin, combines real solid comfort with 


stylish appearance ... Ideal in conservative shoes—and the more swagger styles, too! 


OTHER OUTSTANDING PRODUCTS OF 
WILLIAM AMER COMPANY ARE: 


a KRUSH KROME, KING GOAT, SPORT GOAT 


low-natured South In a new and definitely better finish. ‘’Shrunken” in a special 
ees chrome tanning process which tends to elevate the grain— 
hy Shanta very smart! In black, white and the accepted Spring shades. 


Amer products. 
BLACK GLAZED KING KID 


A truly vibrant black—its texture soft— its finish lustrous. 


BLACK SATIN KING KID 


Having the subdued lustre found exclusively in the true Satin Kid. 


WILLIAM AM E R COMPANY 


PHILADELPHIA ESTABLISHED 1832 
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S™ hidden from view 


yet vitally important 
to the appearance and 
comfort of the shoe. 


THE QUALITY BOX TOE 
at 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, November 17, 1934 


About People 


Fred Banister Covers Coast 


St. Louis—Fred V. Banister, who has been 
with Brauer Bros. Shoe Co. for the past seven 
years in an executive capacity, will take to 
the road this season, traveling the entire 
Pacific Coast territory. He will make his home 
on the Coast. 


Join Sherwood Staff 


ROCHESTER, N. Y.—According to C. 
Sherwood Smith, general manager of 
the Sherwood Shoe Company, Roches- 
ter, James Nolan well known Rochester 
shoe superintendent and stylist, has 
been appointed as assistant general 
manager of the Sherwood Shoe Com- 
pany. 

B. W. Moylan, popular shoe salesman 
located in New York City, has also 
become associated with the Sherwood 
Shoe Company. Mr. Moylan will work 
in conjunction with George F. Burrows 
who is in charge of the Sherwood Shoe 
Company New York Office. 

These additions to the Sherwood or- 
ganization are part of a plan of expan- 
sion by Sherwood. Emphasis will be 
placed on the production and merchan- 
dising of Pla-Mor, a line of sport welts 
smartly styled. The new Sherwood line 
is meeting with success wherever it is 
shown. 


To Operate Two Stores 


INDIANAPOLIS, IND. — J. C. Youngs, 
president of the Youngs Shoe Co., of 
Indianapolis, has purchased the Buster 
Brown Shoe Store of Muncie, Ind., and 
is also opening a new store in Ander- 
son, Ind., which will also feature 
Brownbilt Shoes. Both of these stores 
are to be operated by Mr. Youngs and 
under the name of J. C. Youngs using 
Brown Shoe Company’s shoes at both 
locations. 








PAT. OFF. 


~~ The world’s smoothest shoe salesman 


Thousands of shoe retailers who bought Trimfoot because 
it yields 100% as a profit-making accessory now recognize 
that it is most valuable as an aid to shoe sales. 


When callouses and metatarsal pains interfere with the 
smooth progress of a sale, they resort to a new type of T.O. 
—the T. O. (turnover) to Trimfoot—and the difficulty dis- 
appears. 


More than 75% of women and a sizeable percentage of men 
are tortured by metatarsal pains and callouses. You are 
severely handicapped in efforts to sell these customers. 
They fail to realize that the fault is with their feet— not with 
your shoes. 


When your customer complains, “I like the shoe—but it 
doesn’t seem to fit,” slip in Trimfoot and save the sale! 


A SUPER SALESMAN 


In stores where Trimfoot has been given the chance to work, 
it is not merely making and saving sales — it is also speeding 
up sales, it is minimizing returns 
and complaints, and building new 
business by word-of-mouth. 

Any intelligent salesman can fit 
Trimfoot successfully and quick- 
ly. Simply try in the shoe to 
check exact position of the met- * 
atarsal. Pull off paper protecting 
adhesive and apply. Once ap- 
plied, Trimfoot sticks in position 


List Price 600 


for the life of the shoe. mon me 


Order a few trial pairs now! Write to- Retail Price $ 1 00 
day for the Free booklet, “‘Here’s How.” Pair 


WIZARD COMPANY 
ST. LOUIS, MO. + * * WALSALL, ENG. 
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Men's and Women's 
Slippers 
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EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 


77 Styles in Stock 
Send for Catalog 
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L. B. EVANS’ SON CO. 

Wakefield, Mass. 


>>> >> 22233 





fe kice 


The nationally known traveling slipper 
NOW AVAILABLE 


in Celanese Moire—in Black, Maroon, 
Dark Blue, Powder Blue, Forest Green 
and Scarlet. They will increase your 
sales. Order a run of sizes. Price— 
with envelope case........ $1.50 pr. 


SWAN SHOE CO.., Inc. 


Manufacturers 
2201 Aisquith St., Baltimore, Maryland 
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Riding Boots 


S86 8 hh Oh Se EP 


lA, 
i 
STOCK AND CUSTOM MADE 5 


Riding, Conboy end and Loce Boots y) 
H. J. 1 JUSTIN & SONS S Inc. 


JUSTIN BOOTS 
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Customers Coming Back 


CHIcAGOo, Itt.—Sales at the Walk- 
Over store are matching the business 
done in 1930, reports Carl H. Fleiss- 
bacher. The reason, he explains, is due 
to the fact that so many of the old cus- 
tomers are coming back to buy the 
same price and kind of shoes they had 
formerly been accustomed to wearing. 





J. B. Reinhart Sails for England 





J. B. REINHART 


New York—J. B. Reinhart, vice- 
president of the Wizard Company of 
St. Louis, sailed for England Nov. 3 
on the Majestic to visit the British fac- 
tory of the company. His headquarters 
will be Wizard Lightfoot Company, 
Ltd., 46 Bradford Street, Walsall. 


— 


Celebrates 50th Anniversary 


BrENHAM, Tex.—H. F. Holt has just 
celebrated his 50th year in business in 
this city. A half century of honorable 
business endeavor is a record to which 
Mr. Holt may point with pride and 
pleasure. 

He was born two miles from this city 
in 1859 in a small log chain. He 
farmed and attended school until 1879, 
when he became a student at Baylor 
University. In 1881 he secured a posi- 
tion in a general store, while three years 
later he went in partnership with C. 
Brockschmidt. The firm continued un- 
til 1902 when Mr. Holt bought the 
Brockschmidt interests. Seven years 
later it was incorporated as the H. F. 
Holt Company. 

Three sons of Mr. Holt have followed 
in their father’s footsteps and have 
done their share toward building the 
success of the Holt store. 

A very fine shoe department is part 
of this department store’s setup. 


Nobil Changes Managers 


LANSING, MIcH.—E. O. Vogt, former- 
ly manager of the Nobil shoe depart- 
ment at William Taylor & Sons Co., 
of Cleveland, Ohio, has been trans- 
ferred to Lansing to take charge of the 
Nobil shoe department of J. W. Knapp 
& Co. L. W. Dusch, formerly manager 
at Lansing, is now in charge of the 
entire group of department store units 
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in Michigan for the Nobil company, in 
addition to managing the department at 
Smith-Bridgeman Co. of Flint. 

Charles Gilbride, who was manager 
at Flint, is now in charge of the Nobil 
Shoe Co. store at Battle Creek, Mich. 
B. Young, formerly manager of 
Sperry’s at Port Huron for Nobil, is 
now in charge at Evansville, Ind. Mel 
Swinheart is now manager at Port 
Huron. 


Whats 
Selling 


Whites and Blues Best 
Sellers in Miami 


MIAMI, FLA.—Burdine’s, Miami, re- 
port that all white shoes represent 30 
per cent of sales volume. Some white 
and brown are being sold, but no white 
and black. Blue is very good, fully 30 
per cent of sales volume. Some white 
Browns and blacks run about 50/50. 
A few pastels are called for. 

Sandals, both for street and eve- 
ning wear continue to run strong. Ap- 
proximately 30 per cent of unit sales 
go to this number; ties account for 
40 per cent with strap and T-strap 
models running to 20 per cent. Pumps 
are not so good, perhaps 10 per cent 
of unit sales running to this item. In 
material kid ranks first, fabric second 
with suede third in demand. A new 
shoe that is popular is the dark ser- 
vice calf tie trimmed in white. For 
evening a new open toe, open shank 
sandal is very popular. 





Beverly Hills Likes 


Sport Shoes 


BEVERLY HILus, CALIF.—Fred White, 
proprietor of the new Wolfelt-White 
fine shoe store at 9687 Santa Monica 
Boulevard, says the demand for sport 
shoes in the new store is four times 
as great in terms of percentage as in 
his other store at 2621 Wilshire Boule- 
vard, Los Angeles. Suedes and rough 
leathers of all kinds seem equally in 
demand for sport shoes and practically’ 
all sport patterns are moving along 
equally well. 

In dress shoes suedes are in the 
lead right now in the new store. Brown 
in suede is very popular, Mr. White 
states, but brown kid is practically 
standing still. 

The Beverly Hills trade is not 
definitely a fabric buying clientele, he 
states, but when fabric shoes are slip- 
ped on to the feet they seem to please 
a reasonable percentage of the fashion- 
able Beverly Hills women. Gabardine 
has the edge on other fabrics. 

Open sandals in both gold and silver 
for evening wear are selling readily 
and satin sandals are not to be over- 
looked. 
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Men's opera 
slipper in Cal- 
cutta Lizard 
finish 
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f Ladies’ D'Orsay 
QUALITY 87 & a. at slipper in pot- 


aati 


ent leather 
finish 


QUALITY 87 


i 
H 
| 


Ladies’D’Orsay 
slipper in Cal- 
cutta Lizard 
finish 


ae yoke , SLIPPERS ... by courtesy of 
; BELLE-CRAFT 
SLIPPER CORPORATION 
594 BROADWAY 
NEW YORK 
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Skating Shoes 
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ICE SKATING SHOES 
ien’s — Women’s 
Style No. I! 
Nickel Tubular 
Skat 


e 

Other Styles 

$3.45 — $6.50 
alogue 

















Swanson & Ri tner 
Philadelphia 
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Women's Shoes 







KUSH-IN-EZE 
HAND TURNED AV 


FOOTWEAR 
IN STOCK Vv 
“cue sae hg 
VAUGHAN-TOWLE Co. \% 
WAKEFIELD, MASS. 
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Suedes Best in Columbus 


CoLuMBus, OHI0—That suedes are 
still the best sellers and that the most 
desirable shoes for the early Fall season 
are those high over the instep are the 
statements of S. G. Johnson, of the 
Fashion woman’s shoe department. Mr. 
Johnson emphasizes the tendency to- 
ward higher cut shoes in all materials 
as one of the most noteworthy style 
trends of the present season. 

Mr. Johnson declared that eyelet ties 
ranging from one to six eyelets are 
popular, and this type of shoes outsells 
pumps and straps. One.of the features 
is the use of patent trimmings on both 





















St. Louis, Mo.—Each year during 
the Veiled Prophet carnival prizes are 
offered for the best trimmed show win- 
dows in each of three groups, women’s 
ready to wear, men’s ready to wear and 
the general group. Window trimmers 
spend hundreds of dollars in compet- 
ing for the prizes. 

This year’s prize winner in the gen- 
eral group was won by Harry Sax 
“Peacock Shoe Shop.” To Andrew Carl 
goes the credit of the display. He 
fashioned it at an expense of $1.75. 
Ten cents went for a can of gold paint 
and the $1.65 was the cost of a sign. 
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Prize-Winning Window 
Built for a Trifle 











It so happened he had a supply of gold 
corrugated paper and purple velvet in 
the store. The display is an excellent 
example of what a man can do who 
uses his head and is interested in his 


.job. 


Shoes displayed are all evening slip- 
pers, suitable for the Veiled Prohpet’s 
Ball. It was estimated that some 
50,000 people went window shopping 
nights when the display was at its 
height. 

The prize winning cup is shown to 
the left in the window. 





black and brown suedes. In spectator 
sports shoes, Mr. Johnson finds a 
marked tendency toward the higher 
heel and this makes for a slightly 
dressier type of shoes. Active sports 
requirements provide for the lower type 
of heels. 

Prominent among the suedes shown 
at the Fashion are browns, Then 
again Mr. Johnson reports a somewhat 
larger demand for blue kids than was 
anticipated earlier in the season. This 
means that blue is now practically a 
staple color and must be kept in stock 
with brown and black. The demand for 
green which was expected to be rather 
large has been disappointing. 

Another type of shoes which are sell- 
ing quite well are gabardines and this 
is expected to continue way into No- 
vember. Treebark leather effects are 
proving quite popular according to Mr. 
Johnson and they are being shown 
both in black and brown. Some are in 
plain styles and others have patent tips 
and sides. 

Mr. Johnson reports a rapidly in- 





creasing demand for formal footwear, 
which is remarkable at this time of the 
year. Usually the demand for sandals 
for evening wear does not develop this 
early. Gold and silver in open shank 
sandal effects and trimmed with rhine- 
stones and other colored stones are sell- 
ing quite well. Satins, crepes and other 
fabrics for tinting to match evening 
frocks are also outstanding. 





Operates Foot Health Store 


PROVIDENCE, R. I.—This city now has 
a fully equipped foot health head- 
quarters under the management of Wil- 
liam E. Keneston, well known shoe man. 
Located at 80 Westminster Street, and 
known as Keneston’s Foot Health 
Headquarters, the store will carry 
Ground Gripper, Cantilever, Physical 
Culture and Dr. Kahler Shoes for men 
and women and Physical Culture shoes 
for children. Mr. Keneston is now 
running an advertising campaign which 
includes the use of newspapers, radio 
and direct mail. 
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“How nice 


they look inside!” 


Successful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity ahd 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is Furnished in white, gray, fawn 


and other appealing colors. 


@U PONE 
NI 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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. Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOE, 
* infants’ Soft Soles...0- 
Intermediates . 
Flexible Hard Soles. .2-8 
Send for In-Stock 
Catalog 
MRS. DAY’S IDEAL BABY 


Locust St. Danvers, Mass. 
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Ballet Slippers 
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BALLET SLIPPERS 

Right and Left Lasts. 

Black Kid 
Ne. 600—Top Grade 
Wem. Miss Child. 

$1.30 $1.25 
Wom. tin Child. 

$1.15 $1.10 

6. Co. 

Hadelphia 











TAP 
DANCE 
SHOES 


In 
Stock 


BLACK CALF 
PAT. LEATHER 
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OWENS SHOE Co. 


28 Goodhue St., Salem, Mass. 








Foot Clinic Opens 


OKLAHOMA City, OKLA. — J. P. 
O’Rourke recently announced the open- 
ing of his Shoe and Foot Clinic in the 
Perrine Buiding, 123 North Robinson 
Street. Ground Gripper, Cantilever, 
Physical Culture and Dr. Kahler Shoes 
for men, women and children will be 
carried. 

Mr. O’Rourke’s service is unusually 
complete because in addition to the 
four famous brands of comfort shoes, 
he features a modern chiropody depart- 
ment, with Dr. Everly in charge. 

Opening advertisements stressed the 
long time Mr. O’Rourke has been in 
the foot comfort business in Oklahoma 
City, and called attention to the fact 
that all his fitters have been specially 
trained until they are now actually 
experts. He also called attention to 
the fact that with his stock he is able 
to fit correctly any type of foot. 
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What's New 


Cemented Welts by New 
Compo Device 


An accessory device has been devel- 
oped by the technical experts of the 
Compo Shoe Machinery Corporation for 
the construction of welt type footwear 
with as wide an extension edge as may 
be desired and as heavy a sole. Cement 
welts have been made in women’s shoes 
and the lighter types of men’s shoes 
for some time but the introduction of 
the hold-down device is new to Compo 
shoemaking. 

This device is attached to the regular 
Compo jack. It consists of an adjust- 
able collar that fits snugly against the 
upper side of the welt from ball point 
to ball point, keeping the sole extension 
flat and preventing it from curling up 
under the upward thrust of the pneu- 


Hold-down device aids in making extension 
edge on cemented welts 


matic casing which holds the sole in 
place while the cement is setting. 

In making Compo welts, whether they 
are men’s shoes with wide extension 
soles, or women’s with close trimmed 
edges, there is little deviation from the 
accepted method of making a Goodyear 
welt until the shoe is ready for the 
outersole. 

Several operations are eliminated by 
this method of attaching the sole with 
cement. These operations include rough 
rounding, channel opening, sole stitch- 
ing, breaking down shanks, rubbing 
stitches, cementing and laying the 
channel. 

The introduction of the Compo hold- 
down device has removed the last bar- 
rier hitherto preventing the manufac- 
ture of all weights of shoes on Compo 
conveyors. 


Electric Shoe Stretcher 


MINNEAPOLIS, MINN.— William H. 
Dutton has patents pending on a new 
electric shoe stretcher which he expects 
to place on the market shortly. The 
device includes a vamp and _ instep 
stretcher, which can be made separate- 
ly or in combination. Both types are 
fitted with heating elements, thermo- 
stat, expansion parts and electric con- 
nection. : 

To stretch a shoe vamp, the inside 
front lining of the shoe is moistened 
with water, stretcher is inserted and 
connection made with a_ convenient 
light socket. Then the handle is oper- 
ated to stretch shoe as desired. The 
heating elements are quickly heated to 
about 100 degrees, at which point the 
thermostat cuts off the heat, thus pre- 
venting burning of the shoe. 

In about 10 minutes the moisture is 
dried out and it is claimed that shoes 
stretched in this manner will stay 
stretched. The illustration shows an 
outfit designed for retail shoe stores, 
consisting of a table stand and stretch- 
ers for various sizes of shoes. The out- 
fit includes instep as well as vamp 
stretchers. 


New Corn Pad Marketed 


CHIcAGo—New De Luxe Dr. Scholl’s 
Zino-Pads are being introduced to the 
trade this season. This new product 
is now being marketed and has reached 
nation-wide distribution. Made in vari- 
ous shapes, thicknesses and sizes for 
corns, callouses, bunions, sore toes—the 
following new features are claimed: 

Waterproof, they do not come off in 
the bath nor do they stick to stockings. 
Flesh tinted, they can be worn invisibly 
under sheer hose. Have new, Skintex 
covering of flexible, velvety softness. 
Flesh color, they hide blemishes on the 
feet, while providing instant relief from 
hurting toes, corns, callouses and bun- 
ions. 


Do not stick to stockings. 
Invisible in sheer bose. 
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e In Choosing Your 
New York Hotel 


REMEMBER THESE 
SPECIAL FEATURES 
of the NEW EDISON 


e Sun - Ray Health Lamps 

© New York’s Newest Hotel 

© In the Heart of Times Square 

© Five Minutes to 50 Theatres 

© 1000 Rooms e@ 1000 Baths 
© 1000 Radios 


e@ Extra - Large - Sized Rooms 
Many Windows — Large Closets 


© Extremely moderate rates— 


Single from $2.50 day 
Double ” $4,00 ” 


A750 JUST WEST OF BWAY 
eon E W yY og RFR K ® 
JOHN b. HORGAN GENERAL MANAGER 
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IN CHICAGO 


Just a few steps from the 
financial, shopping, and theatre 
districts Comfortable beds... 
spacious rooms... silent mail 
signals . . . “known for good 
food” in its six famous dining 
rooms. 

Rooms with Bath, $3.50 up. 
Rooms without bath $2.50. 
Write for booklet with map. 


BISMARCK 
HOTEL 


RANDOLPH AT LA SALLE 
CHICAGO 
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Comfortable and friendly hospitality has written 
a fine enduring tradition into the history of this 
famous hotel. When the question arises, “Where 
to put up in Philadelphia?”—the knowing 
answer is, inevitably, “The Bellevue Stratford.” 


@ In Ye Olde Tappe Roome,—before and 
after theatre, concert or “the Game” — 
travelers and Philadelphians are enjoy- 
ing the appetizing dishes and combina- 
tions for which The Bellevue is famous. 


cllevugSteasford 


IN PHILADELPHIA .. . CLAUDE H. BENNETT, General Manager 
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600 ROOMS 
WITH BATH 


HOTEL PENNSYLVANIA 


39 & CHESTNUT STREETS - PHILADELPHIA 
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Men's Shoes 
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“HigHEST. GRADE ONLY” 
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Shoe Trees 
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Obituary 


Michael A. Fisher 


ROCHESTER, N. Y.—Michael A. Fish- 
er, for 68 years a shoe retailer in 
Clyde, N. Y., died recently at his home, 
after a long illness. He was 89 years 
old and one of the best known men in 
his trade in Western New York. Death 
was hastened by a fall in his home 
last July, when he suffered a hip frac- 
ture. 

Mr. Fisher first entered the shoe 
business with his father, and took over 
the establishment after the latter’s 
death. He retired several years ago. 





Daly Production Up 


MaRIon, INpD.—Production of the 
Daly Brothers Shoe Co., here, now to- 
tals 2500 pairs a day. More than 400 
persons are employed. The plant is 
operating on an eight-hour schedule, 
but a further increase in production is 
listed before the first of the year. The 
plant recently completed a large order 
of police shoes for Montgomery Ward 
& Co. A greater part of the output is 
sold through retail outlets operated by 
the Spencer Stores. 





Flexible Uppers Through 
Lastex Development 


New YorK—Technical experts with 
practical shoe experience have done 
much in the last few months to perfect 
the use in footwear of Lastex shoe 
fabrics. This patented elastic yarn, 
which can be woven or knitted into 
many types of fabrics, has enjoyed a 
tremendous market in underwear and 
outerwear. Its introduction in shoes 
has been slow due to the fact that mak- 
ing-problems had to be solved because 
the material had a flexibility greater 
than all leather and regular thread 
fabrics. 

E. H. Roberts, merchandise manager 
of Lastex, says: “Great progress in 
experimental work on the _ technical 
problems of the use of Lastex in foot- 
wear has been made by Gilbert F. Jonas, 
designer for Pedigo Lake Shoe Com- 
pany, St. Louis. Mr. Jonas has opened 
up new and revolutionary possibilities 
in the art of shoemaking. He discov- 
ered that Lastex in a beautiful outer 
fabric, lames, tweeds, plaids or one- 
color shoe fabric need to be considered 
as a stretchable material and that the 
lining must have a ratio of elasticity 
that would make possible an upper 
material that would give a_ gentle 
stretch and yet hold its original shape, 
molding the side of the shoe to the 
foot. 

The claims for Lastex in footwear 
are: The gentle reSiliency of a plastic 
shoe, molding itself in conformity to 
the foot, yielding and retracting itself 
to each movement, fits snugly at all 
points of the foot. No slipping at the 
heel, no gaping at the sides, no biting 
pressure on the instep, does not irritate 
the Achilles tendon, and the quarter 
seems actually to lift the shank up 
against the foot, producing an un- 
excelled feeling of comfort. The sides 
lie along the foot as if painted on, and 
do this in all positions, whether re- 
laxed or in action, whether sitting or 
walking. 

Fit, ease and comfort are vital fac- 
tors because of the adaptiveness of 
Lastex to the flexing of the foot. The 
resiliency of the Lastex affords auto- 
matic conformity to the foot in all posi- 
tions, while the rigidity of other shoes 
are lacking in that fundamental need. 


Store 
Changes 


New Jersey City Store 


JERSEY City, N. J.— Herman Horo- 
witz and Emanuel Newman of Bayonne 
and Jersey City have leased a store 
at 906 Bergen Avenue, Jersey City, 
under the name of The Marcia Shoe 
Shop, Inc., for a term of five years, and 
will. carry a popular line of women’s 
shoes. Mr. Newman has been asso- 
ciated with Bernstein & Company of 
Jersey City, for twenty-five years. 
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New Hollywood Store 


HoLtywoop, Ca.ir.— Lewpaul’s is 
the name of the swanky new shoe store 
for women and children opened Oct. 
19 at 6646% Hollywood Boulevard by 
Lew H. Rabinoff and Paul D. Cher- 
niss, both veterans in the shoe game on 
the west coast. The store gets its name 
from a union of the proprietor’s given 
names. 

Chairs and settees in the new store 
are upholstered in rich brown leather 
and have chromium plated steel frames. 
The carpeting has an outstanding mod- 
ernistic design in buff, brown and rust. 
The walls are done in buff with a 
brown modernistic relief design. 

The windows are deep-set and pat- 
terned to show merchandise with the 
minimum of reflections and the min- 
imum of shadows. 

The woodwork, including the hosiery 
display counters is in light maple. In- 
direct light from modern ceiling light- 
ing fixtures is used throughout. 

Offices are on the mezzanine floor 
as is also some of the stock room space. 

Mr. Rabinoff comes to Hollywood 
from Redondo Beach where he has 
operated a retail shoe store for some 
years. Prior to that he served with 
Marshall Field’s in Chicago and for 
a number cr years operated the lead- 
ing shoe store at Madison, Neb. He 
has been known to the shoe trade for 
thirty years. 

Mr. Cherniss for fifteen years has 
covered the three coast states and 
Arizona for the Juvenile Shoe Cor- 
poration of St. Louis and is known 
from Seattle to the Mexican line. 





New Florsheim Store 


CHICAGO, ILL.—The Florsheim Shoe 
Co. opened a new loop store Oct. 26 in 
the Pittsfield Building at the corner 
of Washington Street and Wabash ave- 
nue. 

The new store has air conditioning 
equipment and indirect lighting. The 
opening stock inventoried $48,000. 

The store was designed to give wo- 
men patrons the very finest appoint- 
ments in beauty of surroundings and 
comfort. The furniture is luxurious, 
especially in the women’s salon, which 
receives the full benefit of air condi- 
tioning. 

This store replaces the unit operated 
at 70 East Madison Street. 

The new store was crowded to capac- 
ity most of the opening day, and busi- 
ness was good. 


Syracuse Store Moves 


SYRACUSE, N. Y.—The Cantilever 
Shoe Store has moved into a new loca- 
tion here. The address is 432 South 
Warren Street, in the Duguid Building. 
A. T. Edwards, manager of the store, 
claims that with the enlarged quarters 
and the complete stock of Ground Grip- 
per and Cantilever shoes he is in a 
favorable position to care for all com- 
mon foot troubles. 
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. RECORDER HELPS 


for YOUR CHRISTMAS ADVERTISING and DISPLAYS 





decaf posters in Christmas green and red. Size 
14x18 inches. Very effective for window displays 
and store decorations. Heavy, Durable Paper 


10 for $2.25 50 for $6.00 
25 " 3.50 100 “ 10.00 


2. SHOW CARDS roster 


These display cards are printed on ten ply card- 
board—Size 9x13 inches. Fine for windows, coun- 
ters, ledges and so on. 

6 for $1.50 25 for $4.50 

15 " 2.00 50 " 7.50 


USEFUL ¢ 1.POSTERS —xas cotons 
| 3 











<4 Gi 1v'e prac Tar, ( gifs his yout | ij 3. POSTERETTES 0 
sy r> (ie ~ Same colors as poster, Size 2!/4x134 inches. Printed 


on gummed stock. For packages, etc. 
POSTER IS PRINTED IN RED AND GREEN IMPRINTED WITH YOUR NAME AND ADDRESS. 


ORDER v TODAY! . $10 per |,000—Additional $5.00 per 1,000 


PRINT NAME AND ADDRESS CLEARLY 


~ BOOT AND SHOE RECORDER 
239 West 39th Street, New York City 





4. ILLUSTRATIONSm™arrices 


Mats of the poster illustration are made in one and 
two column sizes for newspaper and direct mail 
advertising use—one color. 


SET OF MATS—TWO SIZES—70¢ SET 


5. BOOK of IDEAS 


50 IDEAS for window backgrounds, store decora- 
tions, merchandise displays—salespeople's contests 
—Christmas letters, folders, post cards—customer 
contests—ideas to interest children—Show card 
wordings and copy starts—hosiery club idea— 
traveling display idea—etc., etc.—A great collec- 
tion of useful ideas. 


50 IDEAS FOR CHRISTMAS 
ADVERTISING AND DISPLAY $1.0 vs 


Enclosed is our check (or money order) for 


. for which send us the 
following material post paid. (Orders without 
check will be shipped C.O.D. plus postage.) 


Santa Claus POSTERS 
Santa Claus SHOW CARDS 
Santa Claus POSTERETTES 


(with name and address below imprinted) 


Sets of MATRICES 


Copies of 50 IDEAS for 
CHRISTMAS ADVERTISING AND DISPLAY 





_ IE. semen Vine tenn. 





When writing advertisers please mention Boot and Shoe Recorder 
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Write for Illustrated Color Circular, Showing 
Christmas Backgrounds, Prices and_ Sizes. 
Holiday Season Display Cards and Price 


Tickets also ready. 


The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 
forty selling phrases, or blanks. 


12 dozen (printed or blank)..... $2.00 


6 
1 


ONE GROSS ARROWS AND ONE GROSS 
POLLY CLIPS...... @ ONLY $5.00 


Feature Pointers 


INFORMATIVE ARROWS point out visible and 
in-built values. They are gracefully and securely 
placed with the aid of adjustable Polly Clips. 


REVEAL the fine wearing qualities of your mer- 
chandise with PRECISE information through your 
windows. You can turn a window shopper into a 
sure customer by pointing out the quality fea- 
tures of your shoes. 


ee: pen Beko eo 1.10 
ies P,P Re ouen 0.25 


SPECIAL: 
Arrow Sales Messages, 
on request. 
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WE 


DONT YOU COME 
INSIDE ? 


SOME 





GIFT SUGGESTIONS 








DECEMBER 


Appropriate for Xmas trims. 
Bright red and green design on 
a snowy white background. 


Size 8” x 14” 


COMPLETE TEXTS 
sent on request 
4 cards—Women’s Shoes 


2 cards—Men’s Shoes 
1 card—Children’s Shoes 


1 card—Hosiery 


6 cards—QOn Store Service. 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 


The PRICE TICKETS 
illustrated below har- 
monize perfectly with 
this CHRISTMAS win- 
dow display card. 





CHRISTMAS PRICE TICKETS create the HOLI- 
DAY spirit needed in your windows. The two 
designs illustrated are appropriate in design and 
coloring .. . bright greens and reds on snow-white 
backgrounds. Samples available. 

(Prices listed below). 











6% 








“KX .2°° 


Size 114” x 23%” 














Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J’°Polly Clips for tickets: \% gross $2.25 
(ad je—tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 











ReDeOR 
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Us 


Ineludes Mail Coupon—See Sales Jump! 
EXCLUSIVE FRANCHISE is given with annual card service SERVICE NO. 1—$5.00 monthly: 
to one merchant in an average size town, suburb or city shop- 12 display cards ... 6 holders... 
ae aa 100 blank harmonizing price tickets 
STORE WINDOW BULLETIN, supplies merchandising and SERVICE NO. 2—$4.00 monthly: 


display suggestions each month. 
SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may SERVICE NO. 3—$3.00 monthly: 
exchange any cards received for others vot the current month, 6 display cards . .. 2 holders... 


whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s . 
cards, supplied free. Neat tickets with prices as wanted, but F SERVICE NO. 4—$2.25 monthly: 

not harmonizing with the show cards, supplied free, if pre- 4 display cards .. . 2 holders... 
ferred to blanks; harmonizing tickets with prices as wanted, 50 blank harmonizing price tickets 


to assure well blended trim, are 35¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 


three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 


tures. 








| Cane 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Il. 
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Annual Display Card Service 





17, 


SHOES | 


Select the Service You Wish— 




















8 display cards ... 4 holders... 
100 blank harmonizing price tickets 









50 blank harmonizing price tickets 

















BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with December, for card service 
N@ieicccndcs » for one year, consisting of......... card 
holders (with the first month’s service), ........ cards 
Ge cccccus blank tickets each month—OR—......... , 
IMPRINTED tickets at 35¢ per fifty, additional, for ! 
which we will pay $....... per year, payable $....... ‘ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must ' 
be drawn on United States banks, or include exchange. ;} 
(If for any unforeseen reason we wish to discontinue ' 
service before expiration of order, we agree to pay }; 
$1.00 per month additional for each month’s service ' 

' 

' 





delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 





We wish IMPRINTED TICKETS @ 35¢ per fifty: 





\ 
' 

oe ee ee ee oe en ae 
Gi INGMNOD.. . oc uke Scev aude venccccuns dndedeavanddens ' 
CAGE So io sos Seic tent eiaadeKdsedignadssducdnuatadaes 
ELT EEO PET CORE ECCT CIT COLETTE ECT ETT ETL 
Ch GCC OLE TE CELT CCOCEE TT SUM eeiccccccrerncdde 
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AnD WANT A 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








SALESMEN WANTED 


Our expansion plan enables you to make 
a profitable connection with New York’s 
largest in stock women’s novelty house. 

We have unusual openings for real live- 
wire representatives in the following 
territories: Maryland, Washington, D. C., 
Virginia and West Virginia, Alabama, 
Ohio, Missouri, Kentucky, Tennessee, Ar- 
kansas, Mississippi, Louisiana, Iowa. Only 
men with established followings and good 
record of production need apply. 


CRESCENT SHOE CO., INC. 


131 Duane Street 
New York City, N. Y. 











GALESMEN WANTED—Middle West Manu- 
facturer of Children’s and Growing Girls’ 
shoes is interested in hearing from salesmen 
with established trade in the following terri- 
tories: Alabama, Mississippi, Louisiana, Texas, 
Oklahoma, Kansas, Missouri, Indiana, Ohio, 
Nebraska, Kentucky, Tennessee, Virginia, West 
Virginia, Iowa, North and South Carolina. 
Straight Commission. Give age and references 
in first letter. Address D-928, care Boot & 
a Recorder, 209 So. State Street, Chicago, 





ELL Amazing New Brushless Shoe Creme to 
shoe and department stores. Restricted ter- 
ritory. Commission only. References required. 
regenee Chemical Co., Inc., Richmond Hill, 


aN. . 





ALESMEN, for local and out of town, to 

sell our popular priced Women’s Novelty 
and Staple shoes. Theodore Kempe Shoe Corp., 
200 Church St., New York City, 


Side Line Salesman 


Salesman, now carrying men’s, children’s 
or make up lines, here is your opportunity 
to make extra money with little effort. 

We have specialty items consisting of 
short lines of women’s novelty. high style 
shoes, specialized arch lines, specialized 
opera pump lines, all retailing at $2.—$3. 
—$4.—Brief lines, few samples, volume 
business getters. 

If you are a producer with an estab- 
lished following who wants to earn real 
money, write at once giving age, present 
connection and territory covered. 


Address D932, Care 
BOOT & SHOE RECORDER, 
239 West 39th Street 
New York, N. Y. 











SHOE SALESMEN: Take orders for .,Sport 
Cleaner and Whitener—1935 Season—Used 
on all white shoes and far superior to other 
Whiteners.—Sells in volume—Bizg Commissions 
—Let us show you. THE HOUSE OF 
FAYRIN, 361 Baxter Ave., Louisville, Ky. 





ALESMEN: Possessing large following in all 
territories to represent prominent aipper 
manufacturer handling popular, low priced _slip- 
per, cement and turn line. Commission basis. 


_Address D-929, care Boot & Shoe Recorder, 


239 West 39th Street, New York, N. Y. 





ALESMEN—New York women’s novelty shoe 

outfit has opening for experienced live wire 
men to cover Connecticut, Ohio, North Caro- 
lina, Michigan, Indiana, Illinois. Straight com- 
mission, references. Address D-931, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


EXPERIENCED RETAIL SHOE MAN 
AVAILABLE—TI have been successfully oc- 
cupied in the retail shoe business for the past 
23 years and have had considerable experience 
in the capectty of salesman, manager, window 
trimmer and buyer. Owing to unusual condi- 
tions arising in my present place of employ- 
ment, I am open for a position with a g 
retail organization that is looking for a man of 
experience, initiative and unquestioned loyalty. 
Best of references furnished. For further par- 
ticulars address D-927, care of Boot & Shoe 
ae. 239 West 39th Street, New York, 








LINE WANTED 


MEN'S and Boys’ work shoes. Also Women’s 
and Children’s stitchdowns.. 15 years’ road 
experience specialty shoes—West, South and 
a Texas. R. P. Bryarly, Tuleta, Bee County, 
‘exas. : : 








Line Wanted 


Experienced salesman de- 
sires popular-priced line 
of footwear for distribu- 
tion in Metropolitan terri- 
tory. A-1 References. 


Address D-930, care 
BOOT & SHOE RECORDER, 
239 West 39th Street, 
New York, N. Y. 























POSITION WANTED 


POSITION WANTED 








BUSINESS OPPORTUNITY 











Money in Foot Correction— 


WE CANNOT RECOMMEND THIS SALESMAN TOO HIGHLY BE A TECHNOPEDIST 


Manufacturer of many years standing has been forced to distribute its output to Our grad am 
retail trade direct. ould like to find — for salesman who has been with D 

them for more than 12 years selling the volume trade. We repeat, we cannot y Course, in 
recommend this man too highly. models and equipment, furnished at low cost. 


Address D-924, care Easy terms. rite 


THE TECHNOPEDIC INSTITUTE 
BOOT & SHOE RECORDER, 239 West 39th Street, New York, N. Y. 140 Boylston St. Boston, Mass. 




















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. if 
Classified advertising is payable in advance. Pi 
& Advertisements for this page must be in our New York office on Friday of the week preceding publicagfen. =3 | 





= 
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BUSINESS OPPORTUNITY 








SHOE MERCHANTS—DOCTORS 


Learn at home by mail a business that 
will bring you an enviable income. 
Make a foot appliance which together 
with properly fitted shoes brings posi- 
tive relief to foot troubles. If preferred, 
training may be taken at our laboratory 
and completed in from two to three 
days. No community too large or too 
small for this proposition. This is a 
thoroughly tested and proven system 
of foot comfort. Cost of entire training 
$25.00. Easy payments if desired. No 
capital required or stock to purchase. 
Working models supplied free. 


The Plymouth Foot Appliance Co. 
14 W. Broadway, Plymouth, Ohio 

















Show Shoes in Colors 


CuiIcaco—Something new under the 
retail advertising sun has appeared in 
Chicago, where the Chicago Daily 
Tribune has recently inaugurated the 
policy of publishing full-page adver- 
tisements in which merchandise illus- 
trations are reproduced in colors, close- 
ly approximating the original colors 
of the merchandise itself. 

Maurice L. Rothschild recently had 
one of these full pages in color, show- 
ing men’s shoes, and O’Connor & Gold- 
berg carried an ad of similar size and 
color treatment in the Tribune of Nov. 
1, featuring small scale baby alligator 
shoes, which this firm is promoting on 
an extensive scale. 

Commenting favorably on this inter- 
esting development, a well-known Chi- 
cago advertising executive declared 
that “it shows an intelligent effort to 
offset chain-store price displays in a 
big city where it’s dog-eat-dog unless 
new ideas are introduced to get one’s 
merchandise favorably before the pub- 


Similar use of color has been seen 
in Sunday newspaper supplements of 
national circulation, and color has been 
used in a decorative way or for atten- 
tion value in daily issues, but such use 
of color locally and on week days marks 
a distinct advance in newspaper adver- 
tising. 


Photo-Micro Leather Test 


PEABODY, Mass.—Tanners cut tiny 
pieces from hides and skins, anywhere 
from the soaks to the finishing rooms, 
and put them on a slide, and then put 
the slide into a photo-microscope which 
throws them on a screen magnified any- 
where from 100 to 1000 fold. That 
shows how the leather is getting along 
in the tan. The pictures show up like 
a mountain beside a mole hill. Any- 
body can see how tightly, or loosely, the 
fibres are interwoven, how the pores 
are opened, or closed, and so on for the 
details of the tanning process. 

The photo-microscope enables tan- 
ners to control tanning processes bet- 
ter than ever they were controlled be- 
fore. So more uniform leather results. 


MERCHANTS’ NEEDS 








New /mproved 


Pouy Cup 
for Price Tickets 


84.00 $2.25 
Gross half gross 
Tilts at any angle 
M.D. POLLINGER CO Holland Bidg., St. Louis, Mo. 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef cheese 
from m>nufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5877 and 5378 














HOTELS 








DOWNTOWN ST. LOUIS 
Fine Food at Reasonable Prices 


Apoiel “tennose 


OUTSTANDING ROOM VALUES 
$2.50 up 











Telephone Helps 


SAN PEDRO, CAL.—Nicoli Trani, one 
of the proprietors of the V. Trani 
Men’s Shoe Store at 214 West Sixth 
Street, San Pedro, Cal., says: 

“We have found a telephone near 
the front df the store with a definite in- 
vitation extended to all men to come 
in and use it a very good business 
builder. We keep a big card in the 
window always calling attention to this 
telephone. 

“No, long distance telephone calls 
with the cost falling on the house 
seldom are made even by strangers. 
Most men are honest. By the way, did 
you ever notice how difficult it is to find 
a free telephone any more in any city? 
Men hate to pay a nickel every time 
they want to telephone home. There 
is quite a procession of men coming 
and going at our store all day long. 

“After a man has used this telephone 
four times he begins to feel he should 
become a,.customer. A large percentage 
of the men do become customers. 

“The telephone is in a semi-private 
spot but not in a cooped-up booth. It 
is where they can get at it easily. In- 
cidentally, we watch for new improve- 
ments in wall phones and change when- 
ever some new and attractive type 
comes out.” 


Michigan Chiropodists Meet 


LANSING, MicH.—The semi-annual 
convention of the Michigan Chiropo- 
dists Association met Sunday, Nov. 4, 
at the Hotel Olds, Lansing, Mich., with 
a registration of over 60. The meeting 
was honored by the presence of several 
distinguished members of the chiropody 
profession. Dr. Von Schill of Chicago, 
Dr. Max Harmolin, dean of the Ohio 
School of Chiropody, and Dr. Andrew 
Wish of Cleveland. 

Dr. Harmolin was the principal 
speaker at the conference banquet Sun- 
day night. 


CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS: 


References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, etc. 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 518! 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Welk-Over, Florsheim, Enna-Jettick. Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

‘The House of Joba’ 
88 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 








CASH PAID 


FOR ENTIRE OR PART STOCKS 
Shoes, Drv Goods or Clothing 
No Quantity Too Large or Too Small 
MAX KALTER & CO., INC. 


Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 














Too Warm in Nashville 


NASHVILLE, TENN. — Exceptionally 
warm weather during the entire month 
of October has considerably slowed up 
Fall sales, according to reports from 
retail shoe dealers, but in spite of this 
fact, some increase over this time last 
year has been shown. E. L. Miller, 
manager of local branch of Miller- 
Jones Shoe Co., says his children’s de- 
partment sales records show from 50 
to 60 per cent increase over correspond- 
ing months last year. Mr. Miller has 
concentrated on building up this de- 
partment during the last year, believ- 
ing that it is a profitable end of the 
shoe business which is often neglected. 


Spat and Rubber Combination 


Detroit—A new combination of spat 
and rubber was being shown for the 
first time this week by Jack Bayne, 
manager of the men’s department at 
Stuart J. Rackham, Inc. This style 
for men has a low cut rubber base, with 
a full size spat of jersey cloth. Grey 
shades in the spat portion predomi- 
nate. 

Rackham’s is not stocking zipper 
spats this year. “They give us too 
much trouble—zippers stick and break. 
And most people like the old fashioned 
buttons anyway. They can sew on a 
button if it breaks off, but who can sew 
on a zipper? It is better merchandising 
to stick to the button spat.” 
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To 
Our Advertisers 
In This Issue 





Next Week 


Mos business observers seem agreed 
that 1935 should experience a moderates 
but sustained expansion in business activity. 
How should individual merchants and manu- 
facturers prepare to obtain their share of 
the increase? What will they use for money? 
While banks are said to be adopting more 
liberal credit policies, many are still finding 
it difficult to obtain needed credit accom- 
modation. Here Uncle Sam steps into the 
picture with the new Federal plan for direct 
loans to industry. Who will be helped—and 
how—by this government credit? The 
RECORDER answers these pertinent ques- 
ag next week with an interesting article 
"Financing 1935 Business." 

wy you have a newspaper advertising prob- 
lem, you may find the answer in another 
RECORDER feature next week that tells the 
story of how some stores are utilizing small 
space ads—an article that is timely, practical 
and decidedly useful to every retail ad man. 
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STORE EQUIPMENT 
GRAND RAPIDS STORE EQUIPMENT CO., Grand Rapids, Mich 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
HOTEL BELLEVUE-STRATFORD, Philadelphia, Pa 
HOTEL BISMARCK, Chicago, II 
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HOTEL LENNOX, St. Louis, Mo 
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dorsed navy-blue 
at the Midseason 
Openings; American 
fabric manufacturers 
regard it as the one safe 
color to stock for spring, 
1935. You'll see it every- 
where — in cotton sports 
frocks, in tweed and flan- 
nel suits, in formal town 
coats, in silk suits, and 
combined with white in 
summer prints. Once 
again, you'll do volume 
business on navy - blue 
re once again, you'll 
nd it wise to buy a blue 
that’s deep enough to Keres ptr ed cvdctadecnacies. 
complement all costume Lakai «6 
blues, bright enough to be costume. 
far away from black un- 
Shoe design by 


der any light— HELEN KOZAK 
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DeM AN D 


\Wrare KID shoes are as indispensable to 
a successful shoe store as coffee is to the 
restaurant. No wise owner would ever attempt 
to do business without an ample supply of 
either. 


The commissaries of cafeteria chains, of hotels 
and of individual restaurants know quite ac- 
curately what amount of coffee will be called 
for by patrons each day. And shoe merchants 
and manufacturers have also learned that 
they can safely depend upon a huge public 
demand every year for good white kid in 
footwear. 


“THE WHITEST WHITES” .... Levor's un- 
equalled tannage of pure white, washable 
kid... . will create a demand in 1935 that you 
can depend upon to exceed the volume of last + 
season and to build safe, satisfying profits for 
you over a lengthened period of selling. 


G. LEVOR & CO., INC. 


Tanners over 58 Years 
GLOVERSVILLE NEW YORK 
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for COMFORT. 


avoid wrinkled toe -linin gs 


The toe of a well made shoe 
should be smooth inside as well 


as outside. 


Manufacturers use Celastic Box 
Toes because they are flexible 
at the tip line . . . and shoes so 
made are free from wrinkled or 


drooping toe linings. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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OR THE WEARER; 


€ FOR THE MERCHANT 


WOMEN’S NU-MODE GAITERS 


Nu-Mode is one of the very attractive numbers in the 
BALL-BAND line. What woman could fail to appre- 
ciate such perfect styling? What protective covering 
could be a finer complement to her smart, new shoes 
than these beautiful gaiters with their rich satin sheen 
and graceful, slenderizing lines? Made in four lasts; 


black or brown; slide or three-snap fastener. 


MEN’S 4.SNAP ARCTICS 


Good looking .. . Light weight . . . Comfortable... 
Warm... And convenient...“The best arctic | ever 
had on! That is what wearers tell their friends about 
our Men’s 4-Snap Arctics. Men who have worn them 
are enthusiastic in their approval—and men have been 
buying them in increasing numbers during the past four 
years. They will win friends and make profits for you. 


If you want quicker turnover, increased sales, greater profits—offer your customers this 
better-than-ordinary merchandise. Get the facts about footwear bearing the Red Ball 
trade-mark —the recognized symbol of authentic style, fine fit, perfect comfort and extra 
long wear. For latest illustrated and descriptive Ball-Band catalog, write today to the 
Mishawaka Rubber & Woolen Mfg. Co., 280 Water Street, Mishawaka, Indiana. 
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ANNOUNCING 
fodigo Plasticon. 


FOOTWEAR 









MADE WITH 







REG. U. S. PAT. OFF, 





THE MIRACLE YARN 
THAT MAKES THINGS FIT 









6 


> 


‘PCasticon. 









stamped on every shoe, 
stands for an original and 
exclusive creation of Pedigo 
Craftsmen, protected by 
patent application 


Pe digo -lake Shoe (0. 


MANUFACTURERS 
WOMEN’S FINE FOOTWEAR EXCLUSIVELY 
35th & LOCUST STREETS 
ST. LOUIS, MO. 


¥ 

















DEVELOPED BY 


CARL STOHN, INC. 


MADE WITH “LASTEX”—SCIENTIFICALLY 
DESIGNED FOR SHOE CONSTRUCTION Boston, Mass. 
New York Office: 40 E. 34th Street 
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wuHy “LASTEX” IN A SHOE... 


The creation of “Lastex” shoe fabrics which, thanks to The Miracle Yarn, are 
permanently clastic, opens up new and revolutionary possibilities in the art of 
shoe making. It solves old problems of fit and comfort which the shoe industry 


has faced since man first tied pieces of raw hide around his feet to protect them. 


FLEXIBLE QUARTERS 


The beautiful new “Lastex” shoe fabrics, available in lames, 
jacquards, batistes, tweeds, plaids or any other material desired, make unnecessary 
the buckles, laces, short-lived gorings or any of the other more or less clumsy and 
inadequate devices now used to adjust the old-fashioned rigid quarters to the foot. 


NO MORE SLIPPING 


The gently stretching “Lastex” shoe fabrics, which yield but 


always return to their original shape, mould the shoe to the side of the foot, hold 


the counter in adjustment, prevent the foot from sliding forward in the shoe and 


eliminate the gapping at the sides with which every woman is only too familiar. 


WHAT “‘LASTEX"” SHOES DO 

They end the torture of the pinched instep. They prevent 
foot irritations, especially in the delicate Achilles tendon. They eliminate trouble- 
some and clumsy fasteners and adjustments. They slip on and off with an ease 


unknown to any other type of shoe. They conform perfectly to every movement. 


WHAT “‘LASTEX” IS 

“Lastex” is the name of a patented elastic yarn which can be 
woven or knitted into any type of fabric, endowing it with permanent elasticity. 
“Lastex” fabrics withstand wear, washing and cleaning. They stretch but always 
come back. For more information, write to “Lastex,” 1790 Broadway, New York. 
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business NEEDS PROFIT... 


In Stock 


Tue Dart; S-513 in black calf; 
S-514 in brown 


TO RETAIL AT 


$O75 


Most 
Styles 


There can be no disagreement on the fact that business needs more 
profit. In shoe retailing this involves the selling of more good foot- 
wear. It’s easier to keep on the black side of the ledger when your 
sales are properly balanced—when you make an effort to increase 
the size of each transaction. The public is eager to be sold quality 
merchandise—they’re learning fast that it’s economy in the long run. 
SS 
The Florsheim Representatives are on the road with their showing 
of Spring and Summer Styles. One of them will be glad to call upon 


you without obligation. Just advise us when it will be convenient. 


ce ‘ callin i Ranier? 








= FLORSHEIM szoz 


THE FLORSHEIM SHOE COMPANY e Manufacturers e CHICAGO 
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